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THEY HELP JOBBER AS WELL AS DEALER 


Eveready Battery advertisements pull in new 


customers for the dealer as well as reminding old 
friends that they had better drop around to the 
store for fresh batteries. Every extra sale made by 
the dealer means more business for his jobber. 
The series of advertisements featuring Eveready 
Packaged Electricity has produced remarkable 
results in stimulating Eveready Battery sales. For 
flashlights, “*B” circuits, and all dry cell uses, insist 
that your dealers recommend Eveready Package 
Electricity at every opportunity. 


The Eveready Hour, radio’s oldest commercial 
feature, is broadcast every Tuesday evening at 
nine (New York time) from WEAF over a nation- 


wide N. B. C. network of 31 stations. 


NATIONAL CARBON COMPANY, Ine. 
General Offices: New York, N. Y. 
Branches: Chicago Kansas City New York San Francisco 
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Unit of Union Carbide vies and Carbon Corporation 
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Tue October issue 
of THE JoBBER’s SALESMAN will 
be our Christmas Merchandis- 
ing number. The lead articles 
in that issue will be devoted 
not only to such merchandise, 
but will also show the possibili- 
ties in supply sales for the 
balance of the year as a result 
of the Fall demand for appli- 
ances. 


One of the big features of 
the issue will be sections illus- 
trating six classes of electrical 
and radio merchandise, espe- 
cially adapted to the holiday 
trade. These features will be 
accompanied by articles telling 
the jobbers’ salesmen how and 
where to sell each particular 
kind of Christmas merchandise. 


It is necessary to again cau- 
tion salesmen that their efforts 
in the Summer Sales Prize 
Contest must be reported be- 
fore they are eligible for prizes. 
Last month quite a few sales- 
men, who apparently felt that 
their sales were too low to win 
prizes, failed to make a report. 
There is no telling what amount 
of sales will win the award, 
and the salesman who does not 
send in his report card is tak- 
ing a chance of losing $25.00 
when there is a strong possi- 
bility that his results make him 
top man in one or more of the 
lines he represents. 


Send in your Report Cards! 
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FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


INSTALLATION 
TIME SAVED! 


(Important in Selling these Appleton Unilets) 


The most simple and efficient method for installation 
with Steeltubes—Threadless Thin Wall Conduits—is 
with the new Appleton No-Thread Malleable Unilets. 


A new brass sleeve with a tightening nut now 
quickly and easily fits into these Appleton Unilets. 
The brass ring drops into position and the nut 
tightens the ring securely to the Thin Wall Conduit, 
and makes a vaporproof and watertight connection. 


This method is less cumbersome in handling and in 
appearance and saves time and money in installation. 


The opening in the new fitting takes all standard 
covers and receptacles for Rectangular Unilets. 
These new Malleable Unilets in rectangular, round 
and all other types, are available for Thin Wall 
Conduit and can be shipped from stock simply by 
* sarees ae catalogue numbers applying to the 

Threaded Unilets and adding the letter T—for 


—— 9002T. (Rectangular Unilets are made for 
to 2” Thin Wall Conduit.) 


SOLD THROUGH 


Figure 1 Figure 2 


Figure 3 Figure 4 


New Couplings and Connectors 


The new brass ring and tightening nut are also used as part of 
the Coupling in connecting two pieces of Thin Wall Conduit 
(see figure 1); and are used with the Connector in connecting 
the Thin Wall Conduit with a ‘‘knockout’’ box (see figure 3). 
Figure 2 illustrates the Coupling as it appears when assembled. 
All Couplings and Connectors are available for 14” to 2” Thin 
Wall Conduit. Figure 4 illustrates Malleable One-Screw Con- 
duit Clamp for fastening Thin Wall Conduit to wall. 


JOBBERS 


APPLETON ELECTRIC COMPANY 


Appleton No-Thread 
Unilets are listed as 
standard by Underwriters 
Laboratories in %-inch 
to 4-inch sizes, inclusive 


New York—150 Varick Sc. 
San Francisco—655 Minna St. 


1734 Wellington Ave., Chicago, U.S. &. 


Los Angeles—340 Azusa St. 
Seattle—628 Railroad Ave. 





APPLETON 


No-Thread Malleable 


UNILETS 


Rep. U. 8. Pat. OF 


For SecoleubenéChenaiiiues Thin Wall Conduit 





AppLETON ExLectric COMPANY 
1734 Wellington Avenue, Chicago 
Gentlemen: 
Please send us a copy of New Revised Catalog and Conduit 
Fittings, together with prices. 
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GENERAL ELECTRIC SUPPLY CORP. 


STANDING: L. G. Mample, Sales Manager; L. B. Siebert, Financial Manager. 
SEATED: H. W. Mebelthau, Mgr. Minneapolis; R. H. Parker, Mgr. N. W. Div.; C. H. Ritter, 
Service Mgr. 


N the early days of the industry when 

this company was founded, it operated 

as the Northwestern Electric Co., un- 
der F. B. Thompson. Later it became the 
Northwestern Electric Equipment Co., with 
H. F. Thomas in the president’s chair. 

This division of the General Electric 
Supply Corp., embraces all the houses and 
territory which, until October 1, 1929, were 
known as the Northwest General Electric 
Supply Co. This organization, in turn, was 
a consolidation of the Northwestern Elec- 
tric Equipment Co., and the Peerless Elec- 
tric Co. of Minneapolis. 

The main house is located in St. Paul 
with branches in Minneapolis, Duluth, 
Fargo, N. Dak., and La Crosse, Wis. The 
Duluth and Fargo branches preceded that 
at La Crosse. Minnesota, North Dakota, 
most of South Dakota, western Wiscon- 











sin and part of the upper peninsula of 
Michigan comprises the present territory 
covered by the company. 

Steady growth and judicious expansion 
have been enjoyed by this organization 
since its beginning. It has kept pace with 
the great changes in the industry in its sup- 
port of the National Electrical Wholesalers 
Association and other industry enterprises. 
It has also kept abreast of the times in its 
methods of merchandising. 

The warehouses of the company have an 
area of 140,000 square feet. A total of 
120 persons are employed in its various 
departments. The operating systems, the 
arrangement of the merchandise and the 
direction of the large number of employes, 
have been kept up to the top-notch by changes 
and additions from time to time, resulting in 
a powerful but smooth-running organization. 
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ANACONDA 
from mine to eo 


WIRING 
PRODUCTS 


Rubber-covered Wire 
Flexible Cords 
ABC Armored Cable 
Durax Sheathed Cable 
Duraduct Loom 


Flexible Steel Conduit 
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TWO MODERN PLANTS 


Well Located to Provide 


Prompt Service on 


ANACONDA 
WIRING PRODUCTS 


WO fine factories devoted exclusively to the manu- 
facture of Anaconda Rubber-covered Wire and other 
wiring products. Adequate jobbers’ stocks in more than 
100 cities. Prompt, dependable service everywhere 
on wires and cables for every electrical requirement. 


ANACONDA WIRE & CABLE COMPANY 


General Offices: 25 Broadway, New York City 
Chicago Office: 20 North Wacker Drive Building 
Sales Offices in Principal Cities 














zg Bh 


ofr 






eae se The Jobbers Salesman 


The magazine of the wholesale electrical distributor and his salesmen 





VOL. XI NO. 9 











SEPTEMBER, 1930 








Theres PROFTT in 





INCE 
The Roland T. Oakes Co., Holyoke, Mass., has been 


1923, one of the principal objectives of 

industrial specialization. At the present time, 
many of our policies are still in an experimental stage. 
Even the most thoroughly planned sales policies are sub- 
ject to modification from time to time as changing busi- 
ness conditions alter circumstances. However, our basic 
policies are the same as those we originally planned, 
and the changes which have been made have not inter- 
fered with our plan of industrial specialization. The 
results which have been obtained up to the present time 
indicate that‘our plans are thoroughly practical and will 
probably be subject to only minor modifications in the 
future. 

Jobbers who offer industrial buyers the services of 
industrial have a more substantial and 
tangible service to sell than jobbers who merely com- 
pete on a price basis. We like to think of our organ- 
ization as being a purchasing agent of electrical sup- 
plies for industries in our territory. In discharging the 


specialists 





Industrial 
Specialization 


Jobbers who spectalize have a more 
substantial service to sell than those 
who merely compete on a price basis 


By JOHN NEWTON 


President, Roland T. Oakes Co., Holyoke, Mass. 


obligation it 1s our duty to pick out the best manufac- 
tured products available, as far as we can ascertain from 
our knowledge of competitive products in every line 
which we sell. 

This has meant that we must sell products which are 
often higher priced than competitive products. 
has not proven to be a serious disadvantage to us. By 
constantly hammering home important sales arguments 
based upon quality appeal instead of price considera- 


This 


tion, we have established our reputation for selling onl 
high grade lines. 
sideration than we could have expected if we had been 
handling cheaper competitive lines. When industrial 
buyers are considering purchases for factory mainte- 
nance, they are mainly interested in securing uninter 
rupted production, and when industrial salesmen can 


This has often given us better con- 


point out that the products which they are selling are 
of first importance in maintaining unbroken produc- 
tion by eliminating shut-downs of machinery due to the 
necessity for repair of unsatisfactory electrical equip- 
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“We sell conduit by 
demonstration because 
that is the best way we 
have found to prove the 
superior advantages of 
the line we sell. 

“Due to a special an- 
nealing process, the line 
which we handle is read- 
ily bent, cut and threaded. 
To show the ease with 
which it is bent, we take 
a length of 1%” conduit 
into the buyer’s office and 
bend it up by hand into 
a six-inch coil composed 
of three or four turns.” 





“When automatic mo- 
tor starting switches are 
to be mounted on machin- 
ery, our salesmen try out 
a sample switch on the 
machinery for which it is 
intended before taking the 
order. The question of 
physical dimensions is ex- 
tremely important. When 
switches are to be in- 
stalled in damp places 
such as paper mills, it is 
also necessary to sell them 
by demonstration because 
plant electricians will 
often want to examine the 
switch to determine the 
clearances allowed for 
live metal parts.” 


ment or apparatus, they will usually get serious consid- 
eration for any products which they may recommend. 

One great advantage of handling only quality lines 
is that a continuation of this policy brings us the vol- 
ume of business which is most desirable; that of the 
quality buyer. Such purchases more frequently make 
standardized installations which bring repeat business 
to the jobber than do price buyers. 

This factor also requires the jobber to standardize 
By maintaining a uniformity in the products which we 
offer, we fulfill the expectation of the industrial buyer 
who orders additional supplies and who wants to be 
filled with products of the same make as those which 
he may have previously bought. 


RAINING salesmen for specialized industrial sell- 
ing is one of the most important problems of 
We feel that a different type 
of salesman is required for industrial selling than the 
The 


fundamental difference between the job of selling con- 


industrial specialization. 
type which succeeds best in selling contractors. 


tractors and the job of selling industrial buyers is found 
in the fact that the contractor usually knows exactly 
what he wants, and is most concerned about the price 
at which he can buy. The industrial buyer, however, 
frequently does not know exactly what is wanted. He 
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“Better diffusion of 
light is needed in most 
industrial plants. Even 
industrial engineers who 
have specialized on light- 
ing, frequently recom- 
mend installations which 
could be improved. The 
easiest way to prove the 
value of better diffusion 
is to install one lighting 
unit on trial where its 
efficiency can be readily 
compared by shop bosses. 
We recently sold a large 
order by means of such a 
trial unit.” 


“Portable electric 
drills; hammers, socket 
wrenches, screw-drivers, 
sanders and polishing 
machines are an impor- 
tant part of our industrial 
line. With sanding and 
polishing machines alone, 
we have a large market 
in paper mills, where they 
are used for polishing out 
scratches or dents in loft 
poles on which fine grades 
of writing paper are 
dried. The large profit 
margins in electric tools, 
plus the advantage they 
always attract interest, 
make them desirable for 
specialization.” 








may know that they want to light a new shop or that 
they want to buy apparatus to connect up a new ma- 
He may want to know what products can be 
secured to replace supplies which have been found 


chine. 


unsatisfactory in the past. Prices are not usually as 
important with industrial buyers as they are with con- 
tractors. As a consequence, industrial salesmen are 
frequently called upon to act in a consulting capacity 
with reference to materials required to complete various 
electrical installations in a factory. If they are not 
prepared to offer dependable advice, their calls result 
in a corresponding lack of orders. 

The first fundamental for an industrial salesman is 
that he have some mechanical ability. Although it is 
desirable for him to have a background of technical 
training on electrical problems, he must also under- 
stand the application of electrical supplies and apparatus 
to machinery and mechanical equipment. “A salesman 
may know all the mathematical tables, formulas and 
calculations related to motor control apparatus and 
motors, but if he doesn’t understand the correlation of 
motors and apparatus to mechanical equipment, he can- 
not do the best kind of a job with industrial buyers. 
He must have at least a superficial grounding in the 
elementary principles of mechanics, but the best back- 
ground is a first hand study of (Turn to page 46) 
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Now 


E have recently 

changed our 

policy in regard 
to the assignment of ter- 
ritory to salesmen. For- 
merly our men were 
given a list of calls and 
told that their territory 
would include such and 
such a section. This was 
followed by a hearty 
handshake and the ex- 
pressed wish that good 
luck would attend the 
salesman. 

The salesman then 
took his departure with 
the honest intention of 
bringing in some nice 
orders. But his very 
eagerness in attempting 
to bring this about often 
worked against his an- 
nual volume. 

When he has been 
covering the territory a 
short time he learns who 
is who in that section 
and where he can expect 
to find an order on that 
particular day. 

He knows that on 
First Street there is the 
store of a crabbed old 
man who seldom, if ever, 
buys anything. On Fif- 
teenth Street there is a 
customer whose person- 
ality dove-tails perfectly with that of his own. 

He feels that he needs a good order with which to 
start the day. It will brace him up, he believes, and put 
him in a lion-hearted mood to face come what may in 
the way of sales resistance. 

As a result he drives his car over to Fifteenth Street 
and parks it in a two hour limit space. His friend and 
customer welcomes him, but is inclined to talk about 
fishing. In the course of time the salesman turns the 
hand and makes a 





conversation to the business at 
small sale. 

He has lost considerable time so he feels that he must 
surely make his next call at a place where he is certain 
to get an order. Off he goes to another distant section 
of his territory and the procedure is repeated. 

At the end of the day he finds that he has driven a 
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By dividing each territory into 
five sections, one for each full 
working day of the week, this 
company has increased materially 
the effectiveness of its entire sales 
organization 





Systematic Routing of Salesmen Saves Considerable 
Money in Automobile Expense 





Our Men Make 
10% More Calls 


By R. P. AUER 


Assistant to President 
Lee Electric Co., Baltimore 


long distance but has 
made no progress as far 
as sales are concerned. 

In an effort to elimi- 
nate this rushing about 
from one “sure buyer” 
to another we have 
divided each man’s terri- 
tory into five sections, 
one for each full work- 
ing day in the week. 

We listed every regu- 
lar buyer and every pos- 
sible prospect in each of 
these sections and our 
men were asked to con- 
fine themselves to calls in 
that district on that par- 
ticular day of the week. 

By following this plan 
the salesman spends 
more time in contacting 
the crabbed old man on 
First Street and finds 
that he is not such a bad 
fellow after all. There 
are prospects whom he 
regards as hopeless but 
he calls on them at our 
request. Eventually he is 
surprised to find that he 
gets business from these 
people. 

By systematic routing 
oi the salesmen we save 
money in 

automobile expense and 

during the short time the 
plan has been in operation we have found that the 
number of calls made by the men increased 10%. By the 
end of the first week our salesmen had brought in 15 
new accounts. 

Theoretically, a salesman should cover every account 
regularly and work out his own plan of routing that 
would enable him to make his calls with the least possible 
mileage. But unless definite rules are laid down the 
salesman is tempted to make calls longer and oftener 
And, that 


considerable 


than necessary on certain favored accounts. 
is not effective salesmanship. 

And this weakness is by no means limited to our own 
salesmen. Other concerns who do not supervise the 
daily routing of the men will be surprised at the 
increased efficiency and sales resulting from a study of 
this problem. ; 


~ 
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SALESMEN ~ yout 


The number and importance of a salesman’s 
customers determine his future—which function 
generally 1s supposed to be the prerogative of a 
boss. At every point, the customers have a direct 
and vital influence on the salesman’s welfare 


KNERALLY, when sales managers or execu- 
tives discuss salesmen they will promptly divide 
them into two classes, the genuine, honest, hard- 

hitting go-getter type of a man and the weak-kneed, 

slow moving, order-taker or pencil pusher, that parades 
under the name of salesman. 

Needless to say, this article is addressed to the genuine 
specimen, the go-getter salesman working for an electri- 
cal wholesaler, but, as undoubtedly some of those who 
are now mere order-takers consider themselves qualified 
for or at least are striving for advancement, I shall have 
to make some suggestions and statements that to the go- 
getter seem obvious and therefore superfluous here, but 
will perhaps prove new or at least enlightening to the 
others. 

Bold as it may seem, it is necessary to become personal 
right at the start, simply because first of all his person, 
his personal habits, his appearance constitute those im- 
portant factors that are entirely within the control of 
each man, yet have the most far reaching influence on 
his success or failure. 

One of the largest manufacturers of high class motor 


cars maintains a special group of representatives whose 
mission it is to visit the various dealers and check up on 


the appearance and habits of their salesmen. Baggy 
trousers, soiled linen, dirty shoes and finger nails, 
halitosis, being unshaven after 9 a.m., any of those 
demerits, if frequently recorded against a salesman, 
constitute just another way of handling in a wordless 
resignation, acceptance of which comes in next week’s 
pay envelope. If this large corporation finds this type 
of check up profitable, in order to make salesmen better 
able to sell cars, obviously each electrical wholesale 
salesman whether selling washing machines, wiring sup- 
plies, or what not, is safe in doing such check-up job on 
himself, for he is surely going to find it profitable. 

The man that looks clean, neat, aggressive, alert will 
get an audience more quickly and close a sale more 
readily than the fellow who by his very appearance 
builds up a wall of resistance in the customer. 

In the final analysis it is the customer, present or 
prospective, that should have first consideration, because 
it is his support or lack of it that determines whether 
a salesman becomes successful or fails. Therefore, the 
go-getter has learned long ago that he must study the 
man, the concern, its policies, its product, its plant, if 
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he wants to do a selling job. He must learn to culti- 
vate the “you” viewpoint, learn to look at the various 
problems involved in his effort to sell, from the stand- 
point that his prospect looks at them. 

The alert salesman knows practically every argument 
that he will be called upon to answer and has a logieal 
and convincing reply ready long before the question is 
asked. He does not “knock” his competitors, nor the 
goods they sell, but whenever a situation permits, he will 
explain the merits of his own goods and the type of 
service that is rendered by the house he represents. And 
he is loyal to that house.. He will defend its policies 
and impress his customer with his firm faith in his 
house. 


Stick Up For the House 


This latter point is one of utmost importance to the 
salesman of an electrical wholesale house because the 
goods that he sells, are of course made by some one else, 
he has no control over the material used nor the methods 
of manufacture. What he really sells first of all is the 
service that his house renders in procuring those goods 
from the manufacturers, warehousing tliem, delivering 
them, etc. Therefore, unless he defends the functioning 
of his company’s service, he practically loses the one 
thing that should distinguish him from his competitor, 
who with few exceptions can furnish the same or equal 
goods. 

There are of course many occasions where the cus- 
tomer has just cause for complaint, but even then the 
attitude of the salesman can be one of conciliation rather 
than of condolence. The man who openly sides with the 
customer exposes himself to further demands and will 
have difficulty in restoring confidence, while loyal and 
just support of the house cannot help but build respect, 
and a desire to cooperate. 

And there are many salesmen who are inclined to 
literally promise themselves out of a job. They have 
not taken the trouble to study their respective customers, 
his peculiarities, the degree of his fairness, his friendli- 
ness. Nor are they familiar with the stocks that their 
concern carries, its policies, its methods of delivery, 
billing, etc. Most of them have been told all about these 
things but simply don’t remember them. So they for- 
get that while calling on customers they are actually 
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iustomer is BOSS 





ambassadors of the house that pays 
their salary, and therefore should not 
promise anything of which the ful- 
fillment is to any extent in doubt. 


Make Promises Cautiously 


Price lists are issued to be observed, 
so don’t promise variations, “extra 
five’s”, special allowances, unless au- 
thorized by the house. Do not 
promise delivery at a certain time 
unless the shipping department said 
that you could. The man who, as 
ambassador, makes it a practice to 
commit his concern by unauthorized 
promises, will often lose good cus- 
tomers for the house and eventually 
lose a good job for himself. 

This matter of cultivating the “you” viewpoint in a 
salesman’s contact with his customer will unerringly re- 
sult in a subconscious appraisal of the possible value of 
that customer’s account to the house. It should follow 
as a matter of fact that the salesman will employ his 
time when it can best be expected to prove a business- 
building investment, but unfortunately this is not always 
the case. 

Week after week, month after month, salesmen will 
spend time, effort, carfare, gasoline, tires, shoe leather, 
calling on accounts that could not possibly become 
worthwhile even if they purchased all their require- 
ments from one wholesaler. Taking occasional orders 
for small items from such concerns merely aggravates 
the situation, for then you add to the waste of the sales- 
man’s time and expenses the loss that the house must 
sustain in handling such unprofitable accounts. 

Several wholesale houses have removed obviously 
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small buyers from their lists, refuse 
to extend them credit and will not 
permit their salesmen to solicit their 
business. Wherever the concern em- 
ploying a salesman does not practice 
such control, it is simply up to each 
man himself to remember that he is 
staking his time against the cus- 
tomer’s ability and willingness to buy. 


The Same Old Story 


Frequently I have heard salesmen 
of wholesale houses complain that 
it’s hard to increase sales when hav- 
ing to come to the customer with the 
“same old story” each time. That of 
course is not a necessity at all, for 
even if the executive in charge of 
sales does not encourage carrying of 
samples, there is no reason on earth why an alert and 
ambitious salesman cannot keep in touch with one of the 
stock clerks, find out about new items, changes in style, 
etc., and come to his customers with something new or 
different to show each time he calls. Having something 
“to talk around” inevitably brings customer and sales- 
man to a better understanding and good will, built via 
the sample route, has helped many salesmen to promo- 
tion and bigger income. 

Furthermore, a thorough familiarity with the dif- 
ferent lines of material handled, their purposes and 
methods of use, will produce many sales that would be 
lost if a man does not know his line. 

As this is being written there are perhaps few whole- 
salers or their salesmen, who do not need more business 
to make their sales quotas, pay expenses. While the 
average wholesaler can do only so much in the way ot 
creating new business, his salesmen can and must dig 
for all business that is actually (Continued on page 70) 
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Here ts a live-wire salesman who 
discovered how to handle the custom- 


VV hen 


ers who would not give him or his 
house a break 


the Customer Won't 


“PLAY BALL” 


DO my level best to play along 
customer. I help him 
arrange his stock, sell his 
tomers, hold the baby, and if I have 
time I will even go fishing with him— 
if he will “play ball” with me. 
There are times, though, when the 
For six vears we had 


with a 
cus- 


limit is reached. 
been calling on one account in a small 
town in lowa. Somehow we were 
never able to get any cooperation from 
this dealer. The former salesman on 
the territory drew a blank every call 
and the most I ever did was to get an 
occasional order for a few flash light 
batteries or some small inconsequential 
order, 

He was a surly old fellow, but as 
he had the only appliance and fixture 
store in the town he did a pretty fair 
We will call him Jimmie 
that not his real 


business. 

Boil, 

name. 
Every time I approached him on 

the subject of fixtures he would put a 

complacent grin on his face and say, “Everybody in 

this town buys Blank fixtures. And everybody that 

buys Blank fixtures buys them from Jimmie Boil.” 

Then he would walk off without giving me a chance 


because was 


to say anything. 

There came a drive on vacuum cleaners. | 
pepped up on the subject and business was fine up to 
the time I hit Jimmie Boil’s place. Again he handed 
me the same old line. “Everybody that buys cleaners 
in this town buys Blank cleaners. And everybody that 
buys Blank cleaners buys them from Jimmie Boil.” 

For once I got good and sore. His account wasn’t 
doing us any good, so I opened up and talked to him 
as frankly as he had done to me. 

“All right, Mr. Boil,” I said, “I’m going to give you 
Just because you are the only dealer 


was all 


a little surprise. 
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By F. J. BRINKMOELLER 


Salesman, Crescent Electric Supply Company 
Dubuque, Lowa 


F. J. Brinkmoeller, and 
His Means of Trans- 
portation. 


Bi, 


oa 
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in this town you have an idea that you have a corner 
on business here. Starting right now we’ll find out 
whether everybody in this town buys fixtures and appli- 
ances from Jimmie Boil. I'll give you some competi- 
tion here if I have to open a store myself.” With that 
I picked up my bag and for once I walked off and leit 
him talking. 

Then I started out to look for someone who would 
help me prove that ‘‘everybody in that town did not buy 
cleaners from Jimmie Boil.” 

[ tried the hardware store but they wouldn’t consider 
the proposition. The local furniture store laughed at 
the idea of selling vacuum cleaners and I began to get 
worried. Somewhere in that town I had to find an 
outlet for vacuum cleaners. Certainly I wasn’t going 
back to Jimmie Boil and beg for business again. 
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Then I found a young fel- 
low who had just opened up 
a radio shop. His place was 
small and his credit wasn’t 
any too strong, but I went in 
to see him. 

Luck was with me. He 
liked the proposition. Fur- 
thermore he had a fine hatred 
for Jimmie Boil, and any 
man who disliked Jimmie 
Boil was a friend of his. 

“T’d like to sell these clean- 
ers,” he said, “but I’ve never 
sold them before and I don’t 
know how well I can do with 
them.” 

“IT know you can _ sell 
them,” I said, “I’m so sure 











of it that I will take the risk 
with you. I want you to get 
these cleaners at the four- 
lot price, so if you will give me an order for four [ll 
ship one and hold the other three till they are needed. 
If they don’t sell I’ll be personally responsible for the 
other three cleaners. 

“Take the one cleaner and go out after business. Get 
a prospect list worked up and the next time I come 
I’ll go out and make some calls with you.” 

He accepted the proposition and started out to create 
a demand for this make of cleaner, and not simply wait 
till somebody “needed” a cleaner as Jimmie Boil had 
done. 

On my next trip to that town we got orders for the 
other three cleaners and my customer ordered again. 
At the end of 12 months this young dealer had sold 
twenty-seven cleaners, more than Jimmie Boil would 
have sold in several years. 

That dealer and I became good personal friends and 
because I had persuaded him to take out one line that 
made money for him he was willing to listen to other 
suggestions on the purchase of appliances and lighting 
fixtures. 





“Starting Right Now, Will Find Out Whether 
Everybody in Town Buys from You.” 
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“He Took Me for a Ride and I Found Out His Real 
Hobby. It Was Squeaks!” 


Today he runs the largest electrical specialty shop in 
that town. And naturally he gives me his business. 

There’s a Jimmie Boil on the territory of almost every 
salesman who reads this magazine. He is a surly, old 
self-satisfied storekeeper who does business today just 
as he did 20 years ago, and he doesn’t care to change. 

Somewhere in that town, too, there is probably a 
young fellow without much capital who is willing to 
learn and to push your line. In years to come he will 
be the “big shot” and the “Jimmie Boil” will be out 
of the picture. 

Of course every man who fails to push your goods is 
not a “Jimmie Boil.’ Often it is a matter of personality. 
I make a special study of the hobbies of customers. 

For example, I don’t care much about golf, but I took 
up the game so that I could be on better terms with 
some of my customers. I try to keep informed on many 
subjects so that I can be a good listener when a customer 
starts in talking about his hobby. 

One man was giving me only a small part of his 
business. 
cluded that I was not on as friendly terms with him as 
[ should be. I studied the man. Tried him out on 
talking about his children, but no use. His children 
didn’t especially interest him as subjects for conversa- 


Our prices and goods were right so | con- 


tion. 

Then one day I noticed that he had a new car. I 
threw out a couple of experimental compliments about 
it and he warmed right up. 

He took me for a ride and I found his real hobby. It 
was squeaks. I helped him listen for them. After that 
about every time I called he took me out squeak hunting. 
And as | developed into a squeak expert my orders 
from him grew larger. 

His other hobby was fishing I learned. We talked 
fishing and when the season opened he invited me to 
spend a week-end on a fishing trip. You can bet I 
Now that fishing trip is a regular part of 
(Turn to page 72) 


went, too. 
my spring work—and it pays. 
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How. New Jobber 





FRANK HAGERMAN 


KLL what you distribute and distribute what you 

sell. That is our formula for a jobber who is 

starting from scratch as we did not long ago. A 
new jobber cannot have a more complete stock than his 
competitors perhaps, but he can work the above formula 
with what he has. 

Naturally we had a little difficulty in getting started, 
but we kept plugging away. There are always some 
who are dissatisfied with the existing sources of supply 
and many others who can be interested in the lines we 
adopt. 

The proper selection of lines to be carried means a 
great deal to the new jobber. It has been our policy 
to identify ourselves with lines of merit that are not 
sold by competitors. 

X. Y. Z. may be the leading seller in this particular 
community but that does not mean that it is the best 
one for us to handle. Probably it is a big selling brand 
because our competitor made a considerable effort to 
establish a market for it here. It is associated in the 
mind of the customer as being a product that one buys 
from our competitor. 


12 


Goes After 


Busines 


By FRANK HAGERMAN 


President, Rock River Eleciric Company, Rockford, Illinois 


A new jobber can meet compe- 
tition by doing a good selling 
job with what he has to sell 


For that reason if we push this brand we nominate 
ourselves as members of the “me too” club. Then the 
man whom we would like to sell has no good reason 
for disturbing his present buying policy unless, of 
course, we would sell the same article for less money. 

With the exclusive distribution of a good line that 
has not been pushed in this territory we have an oppor- 
tunity to work up a trade that will mean something in 
the future. 

The lines we carry at present have certain points 
about them that appeal to buyers as making them 
superior to other lines. Buyers try them out and the 
law of averages brings us our share of the trade that 
likes our goods, our salesmen and our service. 

We find, too, that small items are a wonderful help 
in getting established with desirable accounts. ‘For in- 
stance we worked hard to get business from one ac- 
count that had been dealing almost exclusively with a 
competitor. 

We couldn’t move him on the large important items 
because the other salesman was covering these very 
thoroughly with him every trip. 

However, we did show him a certain lamp guard that 
was an improvement over the ordinary guard. The other 
salesman had neglected to mention guards to this cus- 
tomer and he had placed an order with us. We have 
established ourselves definitely in the purchaser’s mind 
as the source of supply for guards. 

We are small yet and we do not “carry” a large stock, 
but we have an advantage over many larger firms in 
being able to do a selling job with what we have to sell. 
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“Why 
Jobbers Fail 


N my judgment the most important reason 
why jobbers fail is to be found in quality and 
character of management. It of course occa- 
sionally happens that a certain type of business 
organization finds itself so out of line with gen- 
eral tendencies that it must either change its 
business or quit. Manufacturers of oil lamps 
were in this position when the electrical industry 
began to develop. But the electrical jobber cer- 
tainly is not in a comparable position today. It 
is true that certain developments have not worked 
in his favor. But indications point to the fact 
that for a long time to come there will be a place 
which only independent jobbers can fill. It has 
been my observation not only in the electrical 
industry but in numerous others as well, that 
even when general conditions are bad the man who 
knows his business can earn satisfactory profits. There 
is often a surplus of sellers striving for business; there 
is rarely a surplus of brains. It is a rare business situa- 
tion in which real talent will not pay dividends. Wit- 
ness the fact that with conditions as they are in the 
electrical jobbing business, while some jobbers are fail- 
ing others are earning 2'4% on sales, a fair return, 
and a few are earning 5% and over. 

The investigation upon which my remarks are based 
has produced ample evidence to justify the statement 
that the quality of management of some electrical job- 
bers is far short of what it might be. I presume the 
permanent success of any business organization must 
ultimately rest upon the possession on the part of its 
management of certain 
homely, though seem- 


One of the most important 
reasons why jobbers fail ts 
that attributed to lack of 


management 


By JAMES L. PALMER 


Associate Professor of Marketing, University of Chicago 


number of cases while you may not be addicted to 
lying you have a marked proclivity towards mendacity. 
Oftimes you don’t shoot straight and play the game 
according to its rules. There are slickers 
among you who think it is good business to deceive, 
and who believe more can be gained by playing one 
man against another than by cooperating with either. 
Some of you got into this business years ago when 
money could be made by anyone in it. You acquired 
the habit of coasting and have never got over it. As 
a result you are still coasting while your competitor, 


too manv 


just as intelligent as you are, is doing a hard day’s work 
every day in the week. Capacity for hard labor is a 
rare virtue, particularly in those who failed to form 
the habit early. But it is a necessary one in most busi- 
ness situations today. Some of you lack 
vision. You think in terms of immediate 





ingly not altogether com- ne _ 


mon virtues. In my opin- 
ion, most of you jobbers 
who are not doing as 
well as you think you 
should, will find the main 
explanation in your- 
selves. You are either un- 
intelligent, uninformed, 
uninspiring, unimagina- 
tive, indolent, disloyal or 
dishonest. Or you may 
lack leadership ability 
and the capacity to build 
a hard hitting, inspired 
organization. In no small 


In this, the last of the 
series on “Why Jobbers 
Fail,” Professor Palmer 
takes to task, quite 
severely, those jobbers 
who are negligent in their 
attitude towards their busi- 
ness and their industry. 


problems and not in terms of the future. 
You do not plan intelligently. You do not 
concern yourselves about your condition 
one, three or five years hence. Consequently 
you are caught napping by every abnormal 
business situation. Often you lack knowl- 
edge and understanding of economic law. 
This reflects itself in your pricing methods 
which clearly reveal that you do not see 
beyond an immediate order. You fail to 
realize that any uneconomic action you take 
today to land an order, while it may be suc- 
cessful in so doing, serves simply to perpetu- 
ate an unhealthy condition in the trade and 
consequently costs you money in the end. 
—————— Cooperation except for social purposes, ap- 
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pears to be impossible with some 
of you. You play golf together 
with measurable success and your 
poker games sparkle with the 
spirit of good fellowship. You 
argue well together and appear 
to enjoy listening to a few speak- 
ers at your semi-annual meetings 
and disagreeing as to the accu- 
racy of their remarks. But your 
business problems go unsolved. 
As jobbers you often distrust one 
another and are suspicious of the 
motives of suppliers. True you 
sometimes resolutions or 
make agreements, but many of 
you fail to live up to them. As 
a result the dog-eat-dog condi- 
tion that has more or less prevailed in the trade in recent 
years continues to exist, with little prospect of improve- 
ment. 

It is by no means true that all of these reflections 
upon your integrity and intelligence apply to all of you. 
In my contact with electrical jobbers | have met numer- 
whom none could entertain anything but 
the highest regard. They are alert, energetic, intelli- 
gent and rigidly honest. Men of this type probably 
control the greater part of the jobbing business around 
Chicago. But a large minority exists against the mem- 
bers of which most of my assertions can be supported. 

Success in any business is of course often a matter 
of luck. But leaving luck out of consideration it seems 
to me that success depends largely upon the possession 
of a few simple traits. One of these is honesty. While 
the slicker may prosper temporarily he will eventually 
fall by the wayside, for his reputation will be destroyed 
with the honest men who comprise the majority of most 
is character which includes 
It is the ability to 


country. 


efiicient 


pass works 


ness Man. 


ous men for 


trade second 


honesty but other qualities as well. 


groups. <A 


14 


Comper irion 
has been made the foundation 
of business organization in this 
This has been done on 
the assumption that competitors 
would play the game cleanly 
and intelligently, 
would 
assumption is sometimes out of 
line with the facts. 
tent that this is true the system 
badly and produces 
hazards for the reputable busi- 


OF PRICE CUTTING. 
AND DISHONESTY 





inspire confidence and trust, to 
win loyalty, to secure the aggres- 
sive support of employees, sup- 
pliers and customers alike. <A 
third is intellectual capacity. It 
includes business judgment and 
the ability to think clearly and to 
the point in complicated situa- 
tions. <A fourth is knowledge, 
knowledge of economic law, of 
business methods in general, and 
of the thousands of facts about 
the trade with which a business 
concern is associated. A fifth is 
industry. It is simply the capac- 
itv for hard, unremitting toil. A 
sixth is vision or imagination. It 
includes the ability to see into 
the future and plan for it. It also includes the ability 
to see new possibilities, to coin original ideas. 

There is of course nothing new in all this. But appar- 
ently some of the more elemental things in business 
require frequent emphasis or they are forgotten. Dis- 
honesty, duplicity and deception are not unheard of 
among jobbers. Strength of character, leadership ability 
and the capacity to inspire confidence and loyalty are not 
universal traits. There are some jobbers who certainly 
cannot boast of a superabundance of intelligence, and 
others who are very short on facts. Some prefer the 
pursuit of leisure to the pursuit of work. And of short- 
sightedness and narrow mindedness there appears to be 
a great plenty. 

There can be no such thing as economic security in a 
business situation such as many of you seem to face. 
Jobbers who are dishonest, uninspiring, unintelligent, 
uninformed, indolent and shortsighted not only are 
headed insolvency themselves, but tend to drag 
reputable men down with them. As long as they exist 
in considerable numbers success for (Turn to page 72) 
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**Just being dull, or stand- 
ing at the foot of the class 
1s no assurance of success. 
On the other hand, it ts 
nothing to be discouraged 


about’’ 


Says Bruce Barton 


AM getting old enough now so that some of the 
little acorns which I saw planted are beginning 
to show up as quite sizable oaks. 

For example, there was an office boy in the place 
where | worked after leaving college. He was not a 
bright office boy. We did not think that he would 
ever amount to very much. He did not think so 
himself. He had none of the Vision which we read 
about. He just kept on keeping on. 

Well, the other day I picked up a trade paper, and 
there was a big photograph of our ex-office boy, and 
the announcement that he had just been elected presi- 
dent of a rather important company. 

As years go on, and the business of the country 
expands, his company will expand with it, for he will 
be a careful administrator. And some day his associ- 
ates will give him a dinner and hail him as a great 
leader, and his picture will be hung in the Board 
Room. 

Perhaps you have read Mr. Woodward's biography 
of General Grant. If so, you remember that he stood 
low in his classes at West Point, and was later dis- 
charged from the army. When the Civil War broke 
out he was such a failure that his letter offering his 
services to his country was not even answered by the 
War Department. 


DULL MEN 








Harris & Ewing 


Halleck, 


In any crisis he 


The army was full of more brilliant men. 
for instance, knew all about tactics. 
could tell just what Napoleon would have done. Me- 
Clellan had a touch of genius. What did Grant have? 

He had a superstition. When he started out on 
anything he hated to turn back. It applied even to 
small things. If, when he left the house in the morn- 
ing, he found he had forgotten something he never 
retraced his steps. Always he went forward. And 
when he came to command armies he did the same 
thing. but inexorably he 
pushed ahead. 


Doggedly, ploddingly, 


HEN I was in college, the President said, 

“Henry Ward when a student in 
Amherst College, stood at, or near, the foot of his 
class. Nearly a hundred years have passed, and 
Amherst College has produced no second 
Ward Beecher, though many men have stood at, or 
near, the foot of their class.”’ 


Beecher, 


Henry 


Just being dull, or standing at the foot of the class, 
On the other 
hand, it is nothing to be discouraged about—a fact of 
which I see more evidence almost every day. 


is no assurance of success, of course. 


© McClure Newspaper Syndicate 
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MEN 


This is number 124 in our 
series of sketches of prominent 
wholesalers 


You Should Know 


ALLAN S. GRAHAM 
Vice-President and General Manager 
Tri-State Elec. Co., Sioux Falls, S.D. 


find certain traits of character and ways of doing 

things which have contributed substantially to his 
success. It is also true that one trait will stand out con- 
spicuously. This dominant characteristic, which greatly 
aids the subject’s relations with both business associates 
and social acquaintances, is correctly spoken of as a 
“oift.” 

High in importance among these “gifts” is that qual- 
ity which enables a man to make a thorough and ac- 
curate appraisal of whatever problem is facing him at 
the moment. \Vhether it be a prospective employee, a 
financial proposition, a merchandising problem, or a 
civic movement, this ability to draw a mental chart of 
the problem, eliminates the possibility of snap-judgment 


[ analyzing the career of a business man we always 


to the extent of actually studying civil engineering, 
which he had in mind; being influenced somewhat by 
his father’s advice to the effect that there were many 
Opportunities in business and mechanical lines which 
offered quicker results and less preparation. Therefore, 
when he went to Drake University, in Des Moines, he 
did the next best thing by taking all the mathematics 
he could get, which he knew would help him in any 
engineering work he might follow. In addition, he 
studied languages, which were considered then, as now, 
a great aid to those who wanted to be prepared for any- 
thing. 

At Drake Mr. Graham simply applied himself with- 
out any particular worry as to his future—he knew 
the end and felt the means would bob up in the natural 
course of events. As it happened he made a happy 
friendship at college, with a brother and sister, the ° 
children of Col. E. G. Pratt, manager of the Des Moines 
Gas Co. Through them he made the acquaintance of 
their father and the results were lasting and important. 

After graduating from Drake in 1902, Mr. Graham 


and brings to the front a more 
satisfactory solution. 

In Allan S. Graham this abil- 
ity to size up things in order to 
see the whole picture, is devel- 
oped to a marked degree. In 
each decision such as, on the fit- 
ness of a man, the quality and 
salability of merchandise, or the 
soundness of a financial arrange- 
ment, he makes an appraisal of 
his own that includes every de- 
tail. Business risks of the nat- 
ural sort he takes as fearlessly 
as the next one, but with the ad- 
vantage of seeing through to all 
the angles. 

Mr. Graham was born in 1879, 
at Manchester, Ia. There he 
grew up, finishing the grammar 
grades and high school. In his 
early days he had an ambition to 
follow civil engineering. This 
desire and the latent ability be- 
hind it, explains his penchant 
for surveying the battlefield and 
planning far ahead. 

He did not fulfill this dream 
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He Has a Fine Sense 
of Values 


In building up the business of a 
corporation, the executives find 
that the problems to be met are by 
no means confined entirely to 
prices and merchandise. Human 
interest 1s an important one, both 
in the selection and handling of 
the personnel. In addition, a live 
company must consider many 
civic problems which will affect its 
business and therefore profits. 


Allan S. Graham has been able to 
make wise decisions in all these 
matters because he is endowed 
with an almost uncanny sense of 
the worth or value of a man, a 
piece of goods or property, or any 
proposition he and his company 
may be called on to accept or reject. 
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returned home for the 
summer. In the fall, 
he was offered a job 
with the Des Moines 
Gas Co, By ‘Col. 
Pratt. He accepted, 
and after a short ap- 
prenticeship in the 
office, went to work 
in the distribution de- 
partment. This was 
all practical work on 
mains and _ services. 
Putting in a year at 
this, he then switched 
over to learn another 
phase of the business 
—as a gas-maker on 
the night shift in 
the manufacturing de- 
partment. 

When he had be- 
come well acquainted 
with this part of the 
work he returned to 
the distribution de- 
partment and re- 

(Turn to page 54) 





Allan S. Graham 


Vice-President and General Manager, Tri-State Electric Co., Sioux Falls, S. D. 
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NEWS am VIEWS of the DAY 


Another Step Towards the 
Perfection of Television 


Left: History was made 
when a television demonstra- 
tion took place on the roof 
of the Baird Laboratories, 
Long Acre, England. Hith- 
erto, reception of television 
images has been restricted 
to a very small screen. For 
the first time a large screen 
was used, and a large bril- 
liant picture was shown. In 
the screen there are 2,100 
little electric bulbs each in 
its own little cell. The whole 
of these bulbs are lit in vari- 
ous degrees of intensity in 
one-twelfth seconds, and the 
“persistence of vision” as in 
the cinematograph, com- 
pletes the living picture. Mr. 
John L, Baird, the inventor, 
is explaining the new screen. 


—Wide World Photos. 





Identification Marks That Will Not Erase 


Right: New born babies at the Delaware County, 
Pa., hospital are branded to prevent their confusion. 
They are exposed to harmless violet rays over a stencil 
and marked as in a sun tan. The branding, which lasts 
for two weeks or the time the child is confined to the 
hospital, is absolutely harmless——W ide World Photos. 


One Girl Ousts Five Messenger Boys 


Left: Efficiency put wings on beauty recently at 
the main offices of the Western Union Telegraph 
Co. with the result that one girl at a machine is 
doing the work of five messenger boys. Tech- 
nically speaking, the company put into operation 
its 100-wire simplex circuit for sending and receiv- 
ing messages. A subscriber to the service has a 
small machine in his office. A message comes to 
him over the wire through the telegraph office 
down town. The girl at the company machine 
plugs in the subscriber's machine and the message 
is reeled off on the tape. When the subscriber 
wishes to send a message he turns to his stenog- 
rapher who taps out the message on the sending- 
machine which has a keyboard like a typewriter. 
—P. & A. Photos. 
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NEW HANDY FUSE 
WRENCH 





The handiest too! for tightening 
and loosening ferrule type renew- 
able fuse caps. Comfortably-sized 
hard wood handle, with hole in 
each end— one for fuses of 1 to 
30 amp., 250 volt size; the other 
for 31 to 60 amp., 250 volt, and 
1 to 30 amp., 600 volt. Your 
wholesaler has it. 











The Knife-Blade Type Is 
Just as Simple 

















When a knife-blade type Union Renewable 
Fuse blows, you need only remove one 
end cap to renew the link. The other cap 
remains on the knife-blade. The fusible 
link is notched at both ends to permit slip- 
ping into or out of place, when studs are 
only slightly loosened. Less time is re- 
quired for renewals. The rugged extraheavy 
casing, and an exclusive method of vent- 
ing through the fibre, insure long fuse life. 
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WHAT COULD BE 
SIMPLER ? 


< 


The simpler the design of the fuse andthe fewer 
parts, the easier it is to renew—the quicker 
you can get idle machinery into operation 
again when a fuse blows. The illustrations at 
the left show you the simplicity and few parts 
of the new ferrule type Union Renewable 
Fuse. There are but three parts besides the 
renewal link. 


fem 


When the fuse blows, you simply unscrew 
the end caps and pull out the link. You don't 
have to worry about any washers or end 
plugs dropping out when you unscrew the 
caps, as this fuse has no washers to drop or 
lose. The end caps are one piece! Contact 
with the fuse clips is positive. 


After replacing the link you screw on the 
caps—and the ia is ready for service. What 
could be simpler? The renewal links are sup- 
plied bent at one end, automatically adjust- 
ing the length and assuring perfect fit. 


Onc of the reasons for the long life of this 
new ferrule type renewable Union Fuse— why 
it will withstand blowout after blowout—is 
because it is vented through the end caps— 
not the threads. Just blow a mouthful of 
smoke into the small hole in either one of 
the end caps and watch it come out of the 
other end! That’s how the “blowing” pres- 
sure is relieved to prevent molten metal from 
sealing the caps. 


< 


Another reason for long life and lower yearly 
fuse costs is that the renewal link is held 
diagonally in the heavy horn fibre casing... 
cannot be put in any other way . . . an ex- 
clusive advantage. It cannot twist when be- 
ing installed. It cannot touch or char the fibre 
or interfere with the accuracy of the rating. 

Try these new time and money-saving fuses 
on your most troublesome circuits. Order 
from your wholesaler. 









POM LATO 


























1519 S. Laflin Street. 









Chicago, Ill. 
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SALESMEN!..... 
Build Your Sales 


Waters-Genter Company, World’s Leading Merchandiser of 
Automatic Toasters, Brings Out Three New “Best Sellers” 
That You Can Sell Like Hot Cakes 


Backs New Products By Biggest Advertising 
and Merchandising Program Ever Attempted 


Now made in 1-and 2-slice sizes, 
Toastmaster opens up a bigrer mar- 
ket for Toastmasters than ever before. 





This New Edition of the famous 
toaster that **‘Pops’ Up The Toast”’ 
sells like Hot Cakes. 


She TOASTMASTER 


THE WORLD'S FASTEST SELLING AUTOMATIC TOASTER 
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Here’s a Way You Can 
Volume Remarkably 





Waffie-Master makes waffles 
automatically—every woman 
wants one—sells on sight. 


F you want to build your sales volume 
substantially—here is a way you can 
do it quickly! 


Waters-Genter Company, world’s lead- 
ing merchandiser of automatie electric 
toasters, has just brought out three 
amazing volume builders—a new and 
improved 1-slice model Toastmaster, a 
new 2-slice Toastmaster, and a remark- 
able new waffle baker called the Waffle- 
Master. 


That’s important to you. 


You know what happened when the 
first Toastmaster was brought out. It 
became the world’s fastest selling 
automatic toaster overnight. You sold 


than since it was 


introduced. 


600,000 


more 


And now the same opportunity is in 
vour hands again. An even better oppor- 
tunity—for now many manufacturers 
are pulling in their horns on sales and 
advertising efforts. Yet, the time is now 
right for selling. As you know, retail 
stocks are lowest in years. This is espe- 
cially true on Toastmasters. 


And these 3 new Toastmaster products 
are all backed by the greatest advertis- 
ing and merchandising program ever as 
vet attempted by the Waters-Genter 
Company. 


Full-page advertisements in the Saturday 
k:vening Post, Good Housekeeping, New 





Yorker; big space in the American 
Weekly; and radio broadcasting twice a 
week over the 22 Columbia Stations will, 
it is expected, create consumer demand 
unparalleled in the history of electrical 
appliances. 


so now—if you want to see the volume 
of your sales shoot up at once—start 
selling these 3 products to your trade. 
Ask our office for complete details of 
these new Toastmaster ‘Best Sellers’’ 
today. 293 


Wartrers-GENTER CoMPaAny 
219 N. Second St., Minneapolis, Minn. 


A Division of the 





WAFFLE*MASTER 


IRON EVERY WOMAN WANTS 


THE WAFFLE 
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NEWS in VIEWS of the DAY 
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The Swedish Nightingale “Goes on the Air” 


Above: Successful experiments of the broadcasting of the song of the 
nightingale was made recently in the city park of Malmo, in the south- 
ern province of Scania. The notes of the bird were relayed all over 
Sweden and heard with yvreat clarity. Note the “mike” in the tree. 


~Wide World Photos. 


Blind News Vender Uses Ears 


Right: Francisco B. Chavez, better known as “Cisco,” a blind news 
vender of Los Angeles, believes in keeping abreast of the news. “Cisco” 
found that very often the papers he sold, due to their having come from 
cities many miles away, did not carry the very latest news. So he got 
an ear phone radio and now picks up the news broadcasts. “Cisco s” 
customers now not only get the printed news but also the late radio 
reports which he gives to cach purchaser.—P. & A. Photos. 


New “Electrical Eye” Will Save 
Industry Thousands of 
Dollars Annually 


Left: An “electrical eye” perfected 
after severai years of research by Dr. 
A. L. Duval D’Adrian, will be the 
means by which the glass industry of 
this country will save thousands of 
dollars annually. This intricate device 
acts as a detector of weak spots and 
degree of weakness in glass. This 
instrument displaces the Polariscope 
which is being used for this purpose 
in the glass industry. Prisms of light 
indicate the amount of strain in a 
glass vessel.—Wide World Photos. 
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LA-4 
CUBE TAP—Genuine Bake- 
lite. Makes three outlets 


where there was one, Very 
attractive and most useful, 
Counter display easel. 





CONVENIENCE OUTLBT OR 
WALL TAP—for home wir- 
ing. Genuine Bakelite beau- 
tifully molded. Counter 
display easel. 





Symmetrical two-sided plu- 
ral socket made of genuine 
Bakelite. They come in beau- 
tiful color combinations, also 
in brown, and in black, 


Send today for our latest 
discount sheet. 


BEAVE 


Manufacturing Company 


625-645 North Third St. 
NEWARK, N. J. 


BEAVER 
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GOOD! 


The Whole Electrical I ndustry Agrees 
on This...and BEAVER Attachments 
Keep Forging Ahead! A QUALITY Line 


with Remarkable Turnover Possibilities 


HERE is no word in 
the dictionary that 
quite expresses the full 
meaning of the short 


word, GOOD ... and we 


are proud to have the rep- 
utation of making just 
GOOD electrical acces- 
sories. 


N: IW ... at the door- 
way to the new sea- 
son... you wholesalers 
should get set and_ solid 
on one proposition... 
that you can’t push a bet- 
ter or a more profitable 


line than BEAVER. 


ERE are illustrated 

five hot numbers 

. that sell to all and 
sundry . . . and very 
profitable for YOU. These 
are typical BEAVER at- 
tachments, good clear 
through, finished to the 
king’s taste, looking the 
part of higher _ priced 
merchandise .. . and very 
sweet from a_ jobber’s 
point of view. Yet, the 
whole BEAVER line is 
just as fine and just as de- 
sirable . . . and NOW is 
the time to lay your plans. 


illustrated 








Bakelite Safety 
Handle Cap 


J-33 .. . Anew and better 
connecting device that be 
speaks BEAVER  origi- 

nality. Light but sub- 





stantial . . . Height 
of convenience . 
sold on sight! Coun- 
ter display easel. 














FOUR WAY TABLE Made 
of Genuine Bakelite in attractive 
color combinations Very compact 
and serviceable Absolutely safe 


to use. 


TAP 





YOUR REPUTATION, LINKED WITH 


R OUR REPUTATION....WHAT A 





SMASHING MERCHANDISING TAN.- 
DEM FOR THE COMING SEASON.... 
WRITE OR WIRE US AT ONCE. 
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At the annual golf tournament . 
of the Electrical Association of Philadelphia 


> 
“A 


At the left is George Con- 
over, president, and E. E. 


Hedler, former holder of the about to entertain himself with 


Joe Pratt, chairman of the 

¥ entertainment committee, 
a little golf. 

' 


.. 


“sr 
ae 


ee r 
ag 
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Above: Jack Sechler, Square D represent- 

ative; William A. (Bill) Leiser, of the 

Leiser Co.; Tom Eleischer, of Crouse 

Hinds, and Walt Wyman, of Harvey 

Hubbell are members of the golf com- 
mittee. 


Walter Beckett, of Wiremold, practicing his 

favorite shot. George Englekraut, of Frank- 
lin Electric Co., is the pro- 
posed victim. 


Checking in on the links. The champs and 
near champs report their hopeful scores for 
the day. No, we don’t know 
who won the tournament. 


Harry Hopkins of Triangle Conduit 
might have hit the ball if the gentleman 
with the mustache hadn’t held the club. 


D. E. Stout and his tall friend, 


Walter and Al Wick, general man- 
R. M. Scheaffer, both of Colonial 


ager and sales manager, respec- 

tively, of the Lindley Electric Co. 

Apparently the Wicks either are 

through with golf, haven’t started 
or don’t intend to start. 


Walter Beckett and Eddie Hoffman, on 

the extreme right, are supporting each 

other after an exhausting trip around the 
links. 


Electric Co., are watching a gen- 

tleman forget he is a gentleman 

when he sends a ball into the 
rough. 
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we ANNOUNCE 
to ENEDE EE NEDENE 
WHOLETSAETEES 











Square 


POLICY 


ee - backed by a 
MERCHANDISING PROGRAM 
which we beliewe is the equal 
of any. «. Miay we submit details? 





EneE RP. A. GEIER ComMmMPANY 


- fade 


340.560 East 105th Street. Cleveland. Ohio 


In Canada: Continental Electric Company, Ltd.,. 
30-34 Duncan Street, Toronto, Ontario 





YEARS MANUFACTURERS OF THE ROYAL LINE OF 
QUALITY HOUSEHOLD ELECTRICAL APPLIANCES 




















Jobber’ Salesman 


W. J. McLAUGHLIN, £dztor 


null 


The Electragists 
Pass Some Resolutions 


HE outstanding activities at the recent 

meeting of the Association of Electragists, 

International, were the passing of three 
resolutions which indicate that this body of 
men is not only fully cognizant of the status of 
the industry, but also completely aware of the 
constructive steps which should be taken to 
improve its general health. 

In their first resolution, they go on record as 
disapproving the new consumer discount sched- 
ule on lamps, unless a proportionate increase in 
the dealer's margin of profit is provided. It is 
their contention that the discounts will not in- 
crease the sales of lamps, but will necessitate a 
material increase in volume of sales by the 
dealer in order to equal the same amount of 
profit. 

In their second resolution, they point out the 
growing unrest arising from certain merchan- 
dising policies of power companies, maintaining 
that such policies are destroying co-operation and 
mutual confidences between these branches of the 
electrical industry, and are in some districts en- 
gendering agitation for government ownership of 
electric power facilities and for increased restric 
tive regulation. It was, therefore, resolved that 
the management of the Association make a 
careful study of the effects of merchandising 
policies of power companies as reflected in the 
experience of its local chapter members. 

The third resolution is concerned with the 
sales policy of many electrical supply jobbers, 
manufacturers, fixture manufacturers and distrib- 
utors in failing to classify, properly, trade ac- 
counts and define those individuals and firms 
qualified to buy at wholesale prices. The reso- 








lution further points out that the cost of dis- 
tribution can be materially reduced by the 
elimination of: Too wide distribution of costly 
price-books and catalogs; duplication of expenses 
due to excessive numbers of competing salesmen; 
burden of large number of small and unprofitable 
accounts acquired through the operation of 
present lax credit restriction. It was resolved 
that wholesale electrical distributors confine their 
sales of electrical materials and supplies at whole- 
sale prices to those electrical contractors, con- 
tractor-dealers and dealers who are purchasing 
for resale except to those in the following classi- 
fication who may be entitled to buy at dealer 
prices when purchasing for plant or manufactur- 
ing purposes only: Central stations; steam and 
electrical railways; Federal, State and Municipal 
governments; large industrials maintaining a per- 
manent electrical construction department; mo- 
tion-picture studios; manufacturers purchasing for 
fabrication in their products; established dealers 
purchasing for resale. 

On the first resolution, this writer must con- 
fess to some slight confusion. For, on one hand, 
we have the contractor-dealer objecting to the 
margin of profit, and on the other hand, we 
have the manufacturer maintaining that the new 
sales plan will result in increased average unit 
sales with a consequent increased volume and 
decreased selling expense. 

There is no doubt but that the wholesalers 
are completely in accord with the second reso- 
lution. The merchandising policies of power 
companies have been discussed by the National 
Electrical Wholesalers Association, and while 
this body has no quarrel with those utilities who 
merchandise by fair methods, the only difficulty 
is that such companies are “few and far be- 
tween.” How far NEWA and AE. can 
get when presenting a united front is even 
problematical, but certainly it is a mutual prob- 
lem and should be handled as such, consistent 

with the policies of the individual associations. 

The third resolution is deserving of the serious 
attention of all electrical wholesalers. It not 
only offers constructive suggestions on reducing 
overhead, but also recommends the elimination 
of practices detrimental to mutual good will. It 
must be born in mind by wholesalers that such 
a resolution was passed by their customers, 
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and for that reason alone, calls for study on the 
part of all electrical wholesalers doing business 
with the contractor. If in some quarters, any 
unfair practice has crept in, it is far better to 
eliminate it, than to antagonize customers whose 
yearly purchases represent a large proportion of 
the jobbers’ sales. 


Weather and 
Codfish 


N times of business depression, it seems that 
both weather and nature set out deliberately 
to do their share in retarding the return to 

normal conditions. We are all familiar with the 
trick old Pluvious played on us this summer, 
causing a drought which proceeded to break sev 
eral records. Even in far off Japan rice planting 
was delayed over a month due to unfavorable 
weather conditions, but the prize groan comes 
from Newfoundland which reports the catch of 
codfish very small and in some sections a total 
failure. 

So far as the world market is concerned, there 
is evidence of a more optimistic feeling. Argen- 
tina is looking forward to an increase in business, 
while Australia reports that the outlook is con- 
siderably improved. In Canada, we learn that the 
general tone of business is better with collections 
on the upgrade. Czechoslovakia business is quiet 
with no pronounced upward or downward trend, 
Finland, on the other hand, is on the upgrade. 
Great Britain is still singing the blues, but in India 
the outlook is encouraging. 

Such reports are, in the main, good news, for 
if those countries are sensing a rising curve in 
business conditions, certainly this country should 
be a few steps ahead of them on the march to 
returning prosperity. 

Focusing the situation down to the electrical 
wholesaling industry, we find two outstanding 
factors of a most promising nature. The first is 
that of inventories. Jobbers’ stocks are at an ex- 
ceedingly low ebb, and must be revitalized shortly 
in order to give even reasonably good service. 
And there is no question but that the dealers’ 
stocks are also in bad shape. Dovetail this factor 
with that of the anticipated Fall demand, and an 
ideal condition is found. Electrical wholesalers of 
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what may be termed the class “A” type, are prac- 
tically unanimous in the opinion that in the last 
three or four months of the year they secure 60 
per cent of their appliance business. 

Jobbers should plan at once to get their share 
of this market. The time is ripe to prepare a def- 
inite dealer campaign for the Fall and Holiday 
trade, and those wholesalers who realize this fact 
have a glorious opportunity to finish the year 
with a most satisfactory sales report. 


4 a] 4 


Support National 
Radio Week 
HOLESALERS of radio should lose no 


time in organizing their dealers for Na- 

tional Radio Week which is to be held 
from September 22 to 28. The National Feder- 
ation of Radio Associations announces that 150,- 
000 seals and 20,000 streamers and posters have 
already been distributed for this event. 

In San Francisco, the wholesalers have so or- 
ganized their forces that all dealers’ windows are 
to be trimmed by them. This particular city has 
decided to eliminate its radio show and concen- 
trate all of its energy on Radio Week. All deal- 
ers have pledged themselves to remain open even- 
ings during that period. 

The jobbers who become active in this sales 
promotional work will find the stage all set for 
them. Over 50 newspapers throughout the coun- 
try and in Canada are running special radio sec 
tions. Nearly 30 sponsors of radio chain programs 
have pledged themselves to dedicate their pro- 
grams to National Radio Week. 

The wholesalers have three definite assignments 
to cover to make a success of the occasion. First 
of all, every retailer of radio in their territories 
should be impressed with the importance of the 
event. Secondly, they should purchase from the 
N.F.R.A. a sufficient quantity of streamers and 
posters for those dealers. And finally, they should 
get behind their local groups and develop plans 
of a co-operative nature. 

National Radio Week offers every wholesaler 
the opportunity to do his part in reviving radio 
business and no jobber should overlook his respon- 
sibility to his suppliers, his dealers and his com- 
pany in supporting such a movement. 
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Market for Electrical Supplies 


Compiled Monthly from Reports Made to THE JOBBER’S SALESMAN, by 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numerals 
Indicate Number of Wholesalers Reporting in the Respective Territories. 








EASTERN STATES* CENTRAL STATES® WESTERN STATES* 


MARKET nin gs yd — pam id a 
uJ ’ July 15 to enera uly 15 to eneral uly 15 to eneral 
COMMODITY Aug. 15 Trend Aug. 15 Trend Aug. 15 Trend 
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Transformers, insulators, distribution 
equipment 











Poles and pole-line hardware 














Switchboards and accessories 











Motors and control apparatus 














Safety switches 
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Residential lighting units 9 | 20 | 0 | 19 
Street lighting equipment 15 | 0/19 
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Flashlights and batteries 
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EASTERN STATES CENTRAL STATES WESTERN STATES 





ALL 22 LINES COMBINED 








Good Fair Poor Good Fair Poor Good Fair Poor 
July 15—Aug. 15, 1930 15% 46% 39% 14% 46% 40% 21% 51% 28% 


Same Period Previous Month.......... 13% 44%, 43% 16% 43% 41% 18% 50% 32% 
Same Period Year Ago................| 20% | 49% | 31% 22% | 50% | 28% 2% | 59% | 15% 



























































*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; Western 
States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota. Nebraska, Kansas, Oklahoma and Texas. 
Central States include all between. 
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HAMMOND 
MYSTERY MODELE 


OCTOBER FIRST.. 


The Mystery Model will 
receive its true name. A 
sensation inthe electric 
clock industry ~ 


Exclusively Hammond! 











The outstanding Electric Clock adver- 
tising and merchandising campaign re- 
ceives added zip with the introduction 
of the “Mystery Model”—Be sure you 

ai §~=are on the HAMMOND TIMES mail- 
ing list for full information. 


— po wand Ads HAMMOND CLOCK COMPANY 


2915 N. WESTERN AVENUE - CHICAGO, ILL. 
September to December 915 ’ 
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BUSS ANNOUNCES 





OR years fuse users have expressed the 
F need of a fuse that would help eliminate 
the useless shutdowns caused by harmless over- 
loads; overloads of a kind where the magnitude 
of the overload in relation to the length of time 
it exists is not so great as to cause any harm 
to electrical apparatus, wiring or equipment. 


The cost of useless blows 
on harmless overloads has 
always been the biggest 
item in the cost of fuse pro- 
tection. Heretofore fuse 
users have been reconciled 
to shut-downs caused by 
harmless overloads because 
there was no means of 
avoiding them. What has 
been accepted as an un- 
preventable and costly evil 
has now become a needless 
waste and an unnecessary 
price to pay for fuse pro- 
tection. 


BUSS 


An Answer 
to a Felt Need 


BUSS Super-lag fuses 
are an answer to this long- 
felt need for a fuse that 
would blow safely on short 
circuits, promptly on dan- 
gerous overloads and still 
not blow every time a 
harmlessoverload occurred. 


Blowing Time of BUSS SUPER-LAG 
Fuse Compared to other makes 


These charts show results obtained in tests made by Electrical 
Testing Laboratories of New York as reported by them August 
25th, 1930 on the 200 ampere 250 volt size. 30, 60, 100, 400 and 600 
ampere sizes as reported by them show similar results. 


The NEW BUSS SUPER-LAG fuse has a 
time-lag far in excess of any other. 


Save Money—Keep Plant Running 


Why continue to put up with losses due to inter- 
rupted operations? Why stand for spoilage and waste 
due to machine stoppage? Glance at the chart again. 
Using BUSS SUPER-LAG fuses means eliminating 
many shut-downs due to fuses 
blowing on harmless overloads. 


How It Works 


Lag plates are attached to the 
center of the link. The extra re- 
duced section in the center is 
provided so that these lag plates 
do not increase the carrying 
capacity of the link too much. 
As a result the lag plates serve 
only to conduct away and tem- 
porarily store some of the heat 
generated in the weak spot, so 
that it takes a longer time to get 
the weak spots heated sufficient- 
ly to blow. 


Blowing times shown on one over- 
load are not comparable with those 
at other overloads because a different 
scale is used on each chart for con- 
venience in comparing results. 


On short circuits also the 
BUSS SUPER-LAG Fuse 
shows a distinct improvement 
over previous designs. 


What it Means in Dollars and Cents 

The user will find that BUSS 
SUPER-LAG fuses give a new 
kind of protection—a protection 
that reduces his fuse bills and 
cuts his production cost. 


BUSSMANN MFG. CO. 
ST. LOUIS, MO. 


A Division of the Mc Graw Electric Co. 


Note the difference! Think what this unbelievable superiority of 
BUSS SUPER-LAG fuses will mean in reducing the number of 
useless blows and costly shut-downs. 
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Something New 


A fuse built to keep 
the plant operating 





—not just to protect 
the equipment ...- 





“It’s these 
LAG PLATES 
that reduce 
your Out- 
of-Service 
Losses” 


— 
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News From The Wholesale Field 





A. W. Leidy Moves 
A. W. Leidy’s Phillipsburg, N. J., 
branch has moved from 36 North 
Main St., to larger quarters at 
Second and Broad Sts. 
* * x 


Yahr-Lange Celebrates “Fif- 
ty-Seven” 

Fred E. Yahr, president of Yahr- 
Lange, Inc., Milwaukee, was 57 
years old recently which is also the 
age of the firm he now heads. The 
company now handles seven lines 
and is state distributor for Sonora 
phonographs and is in the radio and 
radio supplies business on a large 
scale. A salesmen’s convention was 
held August 8 and 9. 

* * * 
Shemel Has New Show Room 

A. Shemel & Co., New York City, 
has just installed a new show room 
and is displaying a complete line of 
modernistic fixtures. 

* * * 


Noyes Electric Changes 
Officers 
The Noyes Electric Co., New 
York, has the following new officers: 
J. A. Obermaier, president; J. R. 
Edds, vice-president, and E. Eberlin, 
treasurer. 
* * * 
ReQua Moves to New Loca- 
tion 
ReQua Electrical Supply Co., Inc., 
Rochester, N. Y., has made a change 
of location from its old address at 
95-97 St. Paul St., to 541 Brooks 
Ave. 
* * * 


Carroll Supply Occupies 
New Quarters 
The Carroll Supply Co., Wash- 
ington, D. C., has moved across the 
street from its temporary location, to 
its new quarters at 717 Twelfth St., 


THE JOBBER’S SALESMAN Maintains Men tn the Field, it Sends 
out Monthly “What's the News Sheets” to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 
and their Salesmen. 


All this Enables It to Reflect from Month to 





Lake Michigan Club 


Meeting 

The Lake Michigan Club 
will hold its semi-annual 
meeting at the French Lick 
hotel, French Lick Springs, 
Ind., on September 11 and 
12. 

A splendid program is 
being prepared and all 
wholesalers in Illinois, 
Wisconsin, Indiana, Mich- 
igan and adjacent points are 
invited to attend. 











N. W., where refrigerators, radios, 
health devices and other electrical 
goods are effectively displayed in 
an attractive building. 


P. E. Moock Passes On 


P. E. Moock, president of the 
Moock Electric Supply Co., Canton, 
Ohio, died suddenly Aug. 8. 


* * * 


Chicago Jobber Changes 
Firm Name 

The Lincoln Fixture & Supply 
Co., Inc., 1422 West Roosevelt Rd., 
Chicago, is the new title of the firm 
formerly known as the Levin Elec- 
tric Supply Co. at the same address. 
Louis Levin is president ; Samuel K. 
Levin vice-president, and L. J. Elkins 
secretary-treasurer. Mr. Elkins was 
formerly with the Efengee Electrical 
Supply Co. of Chicago. 


* * 


St. Paul Graybar Has New 
Quarters 
The Graybar Electric Co., Inc., 
St. Paul, Minn., has moved to new 
and larger quarters at 464 S. Roberts 
St., where it is in a better position 
to serve customers. 


Month the Personal Element in the Industry. Your Co-operation is 
Solicited in Making this Human Side of the Magazine More Interesteng. 


New Branch for Braid 
Electric 
The Braid Electric Co., Nashville, 
Tenn., has opened a branch office 
and warehouse on State St., near 
Commerce Ave., Knoxville. Sales- 
men from the new office will cover 
eastern Tennessee and portions of 
Alabama, North Carolina, Kentucky 
and Virginia. Frank B. Nowlin is in 
charge as branch manager while 
Roxy Gwynn is warehouse super- 
visor. x * * 


New Quarters for Texas 
Branch of Westinghouse 
The Harlingen, Tex., branch of 

the Westinghouse Electric Supply 

Co., Inc., has moved to larger quar- 

ters. One of the advantages of the 

new location is a railroad siding. 
* * * 
T. R. Huber Attends Confer- 
ence 
T. R. Huber, president and general 
manager of the T. R. Huber Electric 

Co., Rochester, N. Y., attended the 

Edison lamp conference at Nela 

Park, August 6 to 8. 





J. H. Brice, branch manager of the 
Carolina States Electric Co., in 
Greensboro, N. C., was formerly with 
Graybar in Charlotte and has been in 
the jobbing business eight years. 
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struction. Small case yet easy to wire. Re- 
movable handle. to prevent tampering. Six 
sizes, from 30 to 400 amps. 250 and 600 volts. 
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\ V hich materials are 
you going to work with. 


good or questionable? 





Advantages of C-H 
“Standard Duty”’ 


(Bulletin 4131) 


Quick make and quick 
break prevent burning of 
contacts, give far longer 
life. Molded crack-proof 
base. Rugged, careful con- 





S hs moment you bring any wiring ma- 

terial into your shop... it becomes 
part of your organization, an important 
part of your work. Your name goes with 
it onto the job; yours is the responsibility 
for its performance. 


You can always be sure of the quality of 
Cutler-Hammer Safety Switches. In every 
way they are representative of the skill 
and knowledge Cutler-Hammer has gained 
in the design of standard and special 
Motor Control. They reflect the manu- 


Advantages of C-H Universal Meter 
Service Switches 
(Bulletin 4311) 
First standard device offering sreneavion! 
. rovision for branch circuits. Compact switc 
Type C Switch Block combines enclosed sealed main fuse and 
exposed accessible branch fuses in one unit. 
One or two blade types for two or three wire 
installations. Circuit dead fuse type. Connec- 
tions conveniently located. 


| 
ladda 
Ten 


Advantages of C-H 
General Duty 
Entrance Switch 


(Bulletin 4141) 


Type C design and con- 
struction. Smaller in size, 
ample wiring space. Small- 
er switch bases. Quick 
break to reduce arcing and 





prolong life. Plug fuse or cartridge fuse type. 
21 sizes, from 30 to 100 amperes, 125 and 250 


volts. Low price. 











facturing ability which has made the trade- 
mark ““C-H” known and respected through- 
out the electrical world. Cutler-Hammer’s 
reputation backs these switches, assures 
entirely satisfactory performance. 


There is a Safety Switch in the C-H 
line to meet every need ... to meet any 
price-requirement ... to provide a fair 
basis for insisting on a fair profit for your- 
self. Your wholesaler can supply you. 


And we will send you a catalog upon 
request. 


CUTLER -HAMMER, Inc. 


Pioneer Manufacturers of Electric Control Apparatus 


1308 St. Paul Avenue - 


MILWAUKEE, WISCONSIN 


CUTLER HAMMER 




















High Quality Safety Sw Goches for Kvery Servic 
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‘More Salesmanship 
Competition 1s 
Electrical 














Mr. George F. Schuck of the 
Schuck Electric Co., Philadelphia, 
Pa., Finds His Customers Want 
Complete Wiring + 1 1 1 1 7 + 


“Fy TPON notification that we are the successful 

bidder,” says Mr. Schuck, “we at once check 
up to ascertain the possibilities of securing additional 
work. There are two sides to the story. The customer 
appreciates your interest and is usually ready and 
anxious to listen to your sales talk. If you are a little 
diplomatic, there is no danger of offending the 
architect. 

““Here’s an actual experience we had about two 
years ago. One of our very best customers was about 
to build a new $125,000 home. Our bid on electrical 
work, fixtures excluded, was $470.00 and of course 
in accordance with the architect’s specifications. 
Mr. George F. Schuck ... who believes that Think of it—$470.00 for electrical work in a 

$125,000 home! It didn’t require much courage to 


electrical contractors today suffer from too : a : 
little salesmanship, rather than too much. An step 1n On a proposition like that. 


account of this interesting interview “When I called on our customer I found him and 
ight Sane. his wife in the study, surrounded with blue prints. 
We started with the basement plans and after what 
might be called a general sales talk on the merits of 
adequate electric wiring, I made some notes. To 
make a long story short, we sold 43 additional Con- 
venience Outlets, a complete Burglar Lighting Sys- 
tem, Indicating Pilot Lights on all heating outlets, 
a 2000 watt Electric Log in the master’s dressing 
room, two 1200 watt Wall Heaters in the bath 
rooms, a complete Automatic Inter-Communicating 
Telephone System, a 9000 watt Electric Range 
double oven type, a Kitchen Ventilating Fan and an 
Electric Ironer. Not a bad evening’s work! We fol- 
lowed up with the lighting fixture order at $1150.00 
a few weeks later. 
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and Less lalk About 


Needed /oday In 


Contracting 


“What is needed more than anything else in this 
‘old game of ours’ ”’ concluded Mr. Schuck, “is more 
salesmanship and less talk about cut-throat com- 
petition. Of course you must use the best equipment 
and we have for many years held our customers and 
our reputation by the use of Cutler-Hammer Wiring 
Devices.” 

Mr. Schuck’s experience is not unusual. Leading 
contractors everywhere are talking complete wiring. 
More equipment is sold thereby. More wiring is 
needed to install this equipment. And in the end the 
customer, as well as the contractor, benefits. 


Selling complete wiring is good business today. 
Show your customers how a complete wiring plan 
makes a building more convenient, more usable, 
more salable. Insist on the use of best quality wiring 
devices to insure each installation will be permanent. 
From the complete Cutler-Hammer Line you can 
select a wiring device for every need. Independent 
wholesalers stock C-H Wiring Devices. Write us 
for catalog. 


CUTLER-HAMMER, Inc. 
Pioneer Manufacturers of Electrical Apparatus 


1286 St. Paul Avenue MILWAUKEE, WISCONSIN 





C-H Catalog 7261 Fesgle Flush 
Switches handle all lamps, including gas- 
filled bulbs. Buile shallow, they are con- 
venient to install in any standard box. 
Made in single-pole, double-pole, 3-way 


and 4way types. Approved by Under- heavy to prevent ‘“‘bounce’’ and pitting. Heat-proof, at alltimes regardless of length of service and 
writers. crack-proof Thermoplax case pa mechanism to prevent stubbing. Approved by the 
from all foreign material. Sing’ le, double-pole, Underwriters. 


3-way and 4-way types. Aaanerad ty Underwriters. 


CUTLER 


MODERN WIRING 






C-H Catalog 7281 ‘‘Rubber-Mounted’’ Toggle 
Switch. The mechanism—“‘full-floating’’ on two re- 
silient rubber cushions—is extremely simple. No 
screws, and but one rivet. No metal connections to 
transmit sound. Short, stubby contact blades are 









































Headquarters of the Schuck Electric Co., 
Philadelphia, Pa. Mr. Schuck stands 
beside the Radio Service truck. 





polarized. Contacts are 


AMMER 


NECESSITIES 


C-H Catalog 7920 Duplex Receptacles are 
small and shallow—designed for easy han- 
dling and quick wiring. Parallel slots are 

Casey one-piece phos- 


phor bronze doubled to insure firm contact 
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F. M. CaraTHERs has been trans- 
ferred from the Minneapolis city 
desk of the Belmont Corp., Minne- 
apolis, to the company’s St. Paul 
sales force. Clarence Nelson of the 
St. Paul office will take charge of 
the city desk in Minneapolis. 


Harry SMITH, formerly with the 
Wabash Electric Co., is now selling 
for the Steiner Electric Co., Chicago. 


Tue UNITED Electric Supply Co., 
Salt Lake City, has recently added R. 
W. Stevens to its sales force. Mr. 
Stevens will take care of radio sales. 


W. HERMAN and Frank P. Pen- 
hagen, both formerly with the Engle- 
wood Electric Supply Co., are two 
new salesmen with Weinberg and 
Co., Chicago. 

A. MILLER has joined the sales 
force of the Maritime Electric Co., 
New York. 


Two New men with the Keps 
Electrical Supply Co., Pittsburgh, 
are R. C. Eckert who has been added 
to the sales force and Louis Segal, 
a new counter man. 


H. L. Brown is with the General 
Electric Supply Corp., Salt Lake 
City, as salesman. 

Hat STEVENS will cover the south- 
ern territory for the Hughes-Peters 
Electric Corp., Columbus, O. 

Ray TENSCHER is a new member 
of the sales organization of the Kie- 
fer Electric Supply Co., Peoria, III. 
Prior to this connection, Mr. Tens- 
cher was with the Westinghouse 
Electric Supply Co. 


Tue Sutton Electric Supply Co., 
Wichita, Kan., has emploved A. 
W. Andrews as radio specialist. Mr. 
Andrews was formerly with the 
Brunswick Phonograph Co. 


Extxtiot D. FRANcIs will handle 


radio exclusively for the Chas. B. 
Scott Co., Scranton, Pa. Mr, Fran- 
cis lives in Kingston and will work 
the Luzerne County. 


D. R. REeEcE will work in south- 
eastern Iowa and F. W. Wodrich in 
northeastern Iowa for the Terry- 
Durin Co., Cedar Rapids, Ia. 


GEORGE G. JENKINS has been em- 
ployed by the Baitinger Electric Co., 
New York to cover its New Jersey 
territory. Two new counter men 
with this company are H. Cook and 
V. De Silva. 


ANpDY PAXTON and Mr. Zutz are 
two new salesmen with the Mer- 
chants Electrical Supply Co., Chi- 
cago. 


W. F. Brown, formerly with the 
General Electric Supply Corp., has 
been added to the sales organization 
of the Roberts-Empire Electric Co., 
Houston, Tex. 


R. W. Moore, formerly with the 
FE. A. Koeneman Elec. Co., of St. 
Louis, is now selling for the Barrett 


Electrical Supply Co., St. Louis. A 
new counter man with this house is 
“Jimmy” Solari who was previously 
with the Manhattan Electric Supply 
Co. 


Harotp W. ARNNINGHAM will 
handle radio sales for the North 
Coast Electric Co., Seattle, Wash. 

J. J. Koreprsett Co., Sheboygan, 
Wis., announces the addition of two 
new salesmen, P. C. Engelhardt and 
A. A. Cobb. 


* * * 


Lines Added by Wholesalers 


TRIANGLE WHOLESALE ELECTRIC 
Co., Muncie, Ind.—This company 
has added Hammond electric clocks, 
Emerson fans and Allen-Bradley 
switches to its line. 


CapiILLac ELectric SuppLy Co., 
Inc., Detroit—The Trimble line of 
automatic toasters have been taken 
on for distribution in the Detroit ter- 
ritory. 


City Exectric Co., Syracuse— 
This jobber has been appointed dis- 
tributor for Cutler-Hammer motor 
controls, wiring devices and safety 
switches, 


MANHATTAN ELECTRICAL SUPPLY 
Co., Inc., New York—This house 
has recently been appointed distribu- 
tors of the American Flyer line of 





Time passes quickly and this picture of the sales force of the Commercial 


Electric Co., Detroit, is just about due at this time. 


Rear, left to right: C. G. 


Parmalee, sales manager; S. H. Woleben, sales; Jim Faircloth, West Moor di- 


vision; Jim Tift, Phillips Wire, and E. G. Bradley, sales. 


Front, left to right: 


V. E. Sweet, sales; Howard Ross, sales; C. W. Draper, sales; C. A. Hooker, 


and E. J. Bonswor, manager lamps, 
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---.- S Buying Profits ... and 
selling Satisfactiom ........ 








.... When you handle the complete line of TORRID 
Electrical Cooking, Heating, Hairdressing Appli- 


ances. 





Endicator Wafiile Iron 


‘Torrio Electrical Appliances $9.95 











Sandwich Toaster 


Automatic Flatiron Automatic Toaster 


$9.9 $4.95 $9.95 


























Deluxe Waffle Kron Toaster and Tray a 


$] 4-95 $ 4: 95 $ 4: 45 
































Write for mew catalog ...... 


.... Illustrating TORRID Waffle Irons, Toasters, Flat- 
irons, Grilles, Percolators, Urns, Room Heaters, Utility 
Stoves, Bottle Warmers, Therapeutic Lamps, Heating 
Pads, Cordsets, Curling Irons and Ranges . 





3 -Heat Pads 
-_ 
$55.50 $6:75 .... Write for a copy today .... 




















The Beardsiey & Wolcott Mis. Co. 


Waterbury, Connecticut 




















New Work Chicago Detroit San Francisco 
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electric trains and accessories manu- 
facturered by the American Flyer 
Mfg. Co., Chicago. The Chicago and 
St. Louis units of the Manhattan 
Electrical Supply Co., Inc., have also 
taken on the line for their respective 
territories. 


Betasco ELectric Suppty Co., 
Chicago—The “Wiremold” line will 
be distributed by this company. 

ee 


Changes in Personnel 
E. D. Kwnicut, formerly vice- 
president of Virginian Electric, Inc., 
Charleston, W. Va., has been elected 
president of this company to take the 
place of E. M. Keatley who resigned. 


Tue GERTLER Electric Co., New 
York, has appointed Eddie Seligman 
store manager for the New York 
house. Mr. Seligman was formerly 
with Garfunkle Bros. 

C. B. Wyatt, of the sales depart- 
ment at the Electric Supply Co., 
Tulsa, Okla., has resigned. 

a 


Jobbers’ Sales Activities 
ELectric Suppty Co., Tulsa, 
Okla—A new price book has been 
issued by this wholesale house. 


GENERAL ELECTRIC SUPPLY CorpP., 
Raleigh, N. C——This house has been 


J. A. Hughes at the left, is the sales 
manager and Leo Meaghen the credit 
manager at the Langdon & Hughes 
Elec. Co., Inc., Utica, N. Y. They’ve 
just come back from lunch and hence 
their happy smiles. 





Attention 
Jobbers and Sales- 


men 

UITE a few requests for 
positions have recently 

been received by THE Jos- 
BER’S SALESMAN from sales- 
men who are now unem- 
ployed. At the same time sev- 
eral wholesalers have notified 
us of their need for good men. 
THE JoBBER’s SALESMAN 
will be glad to function as a 
clearing house in both cases, 
so jobbers needing salesmen 
and salesmen now unem- 
ployed are invited to notify 
the editor of this magazine. 











co-operating with the Carolina Power 
and Light Co. on a range campaign. 


Sutton Etectric Supprty Co., 
Wichita, Kans.—‘Thor” washers are 
being featured in the sales campaign 
this month. 


PENN ELECTRICAL ENGINEERING 
Co., Scranton, Pa——This company is 
stressing switches in its sales activi- 
ties. 


WESTINGHOUSE ELECTRIC SUPPLY 
Co., Jacksonville, Fla—An _ auto- 
matic iron campaign is being con- 
ducted by this jobber. 


GENERAL ELEcTRIC SUPPLY CoRrP., 
New Orleans, La.—This house con- 
ducted a campaign in July on the 
General Electric radio in order to 
build dealer organization. 


G. L. CuHapMAN, Decatur, Ill.—A 
special campaign on Thor washing 
machines and ironers and also on 
the General Electric refrigerator was 
recently conducted by this house. 


McCartuy Bros. & Forp, Buffalo 
—This company has just completed 
largest and most successful sales 
campaign on ranges. Over 760 
ranges were sold during May and 
June. 


GENERAL ELECTRIC SUPPLY CorpP., 
Salt Lake City—Wiring devices, 
wire, conduit and heating devices 


were featured in the sales activities 
recently sponsored by this concern 


LINDLEY ELeEcTRIC SUPPLY Co., 
Philadelphia—The renewable fus¢ 
campaign conducted by this jobber 
increased the sales of that product 
30% over the same month in 1929. 


NATIONAL Licut & ELEctRrRIc Co., 
Brooklyn—The exclusive distribution 
of the RCA Victor Radiola for 
Brooklyn and Long Island has been 
taken on by this jobber. 


HeNry L, WALKER Co., Detroit— 
“Raider” receivers, “Champion’’ re- 
ceivers and Cunningham tubes will 
be handled by this company for the 
coming season. 


CHARLESTON ELECTRICAL SUPPLY 
Co., Charleston, W. Va.—This con- 
cern has taken on the distribution of 
the Norge refrigerator for its terri- 


tory. 


NortH Coast ELeEctric Co., Ta- 
coma, Wash.—This concern has been 
selected to handle the Edison radio 
in Oregon and Washington. 


REPUBLIC ELEctrIc Co., Daven- 
port, la—Lamps were stressed in 
the sales activities of this company 
during the past month. 





A “coming out party” for Mr. and 
Mrs. Trout and daughter, of the Lake 
Superior Trouts. The host at the left 
is I. K. Nilsson, of A. C. Allen Elec- 
tric Co., Flint, Mich., and on the right 
J. M. Kirlin, Detroit resident engineer 
for Curtis Lighting, Inc., on a recent 
vacation at Gargantus Harbor, Lake 
Superior, Canada. 
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Recent Business “CLOUD” brings 
Jobbers “SILVER LINING” 


HE recent business recession has hastened the swing of the 

business cycle to “moderately priced merchandise.” Supreme 

value for the money means the slicing of wasteful sales expense, 
the serious consideration of economical methods of distribution, and, 
thus, the re-establishment of the jobber and dealer in full command of 
the situation. 


During the past period of reckless spending and costly “high pressure” 
salesmanship of items priced above their normal value, the Clements 
Mfg. Co. has kept faith in the ultimate triumph of fundamental 
methods of merchandising and has worked to produce the type of 
merchandise which would most readily sell at such times as business 
resumed a normal trend. 


It has ever been a law that, following periods of recession, people 
expect moderately priced merchandise to incorporate advantages and 
features which, in “peak” times, were looked for only in the highest 
priced items. In vacuum cleaners, the definite “mark” of a high priced 
machine during recent years has been special equipment which made 
of it a sanitizer, moth repeller, deodorizer and auto cleaner, as well as 
a household vacuum cleaner. Such equipment has been heavily adver- 
tised as a distinct feature of the higher priced units; no medium priced 
machine offered it; hence, “Home Sanitation’ became the recognized 
“sign” of high value in cleaners. 


The Clements Mfg. Co. saw in this feature a great opportunity for 
the jobber and dealer, designed a cleaner with which it could be more 
successfully used and now offer the complete equipment through 
regular channels at about half former prices! 


What more convincing “sign” of not only “greater-valuethrough-regu- 
lar-channels,” but also of keeping in step with the times, could the dealer 
hold out to his clientele than such equipment at such a price. 


60% of the jobber’s appliance business is obtained in the last four months of the year. 
Write for our plan to help bring back the vacuum cleaner business to jobbers and dealers. 


CLEMENTS MFG. CO. 


625 FULTON STREET, CHICAGO 
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C. G. Matthews Graybar 
Milwaukee Manager 
Claude G. Matthews has been ap- 
pointed Graybar sales manager at the 
Milwaukee house, to fill the position 


Claude G. Matthews 


made vacant by the death of W. H. 
Tompkins. 

For three Mr. Matthews 
was sales manager for the Dallas, 
Tex., house of Graybar Electric Co., 
and before that was with the West- 
ern Electric Co. until it was bought 
by Graybar. Previous to that con- 
nection Mr. Matthews was with the 
B. J. Arnold Co. 


* * * 


years 


D. E. Ford Undergoes 

Operation 

D. E. Ford, vice-president and 

general manager of Northland Elec- 

tric Supply Co., Minneapolis, was 

operated on for acute appendicitis 

on July 31. He is making a good 

recovery and is expected back on the 
job again about Sept. 1. 


* 


American Supply Turns 
Indian 

The American Electrical Supply 
Co., Chicago, has a unique way of 
enjoying a summer outing. True to 
its name, the sales force becomes the 
“Accepted Order of American In- 
dians,” and the third annual Pow- 
wow was held August 2 and 3 at 


Camp Nacirema, McHenry, III. Two 
new and strange Indians were ac- 
cepted into the tribe. They are 
known as Chief Netwig and Chief 
Roepke. In the civilized world Wm. 
Netwig will represent American 
Electrical Supply Co. as manager of 
the power control department, and 
Frank W. Roepke is on the regular 
sales force. The Indians attending 
presented to Chief Hearl the regalia 
of his office—a feathered head-piece 
and robe. 

Herman E. Josephs Pays 

Herman E. Josephs, secretary of 
the Reno Sales Co., Inc., Brooklyn, 
N. Y., went driving some time ago 
and drove until he hit a telegraph 
pole at Hudson, N. Y., smashing his 
Buick coupe to the tone of $75. That 
was pretty bad—but Herman also got 
a bill from the lighting company for 
a new pole at $32.60. That was too 
bad. 

x * x 
Delinquent Accounts 

The accompanying tabulations show 
the number of delinquent accounts, 
the total amounts and the average 
amounts as reported to the National 
Electrical Credit Association by 
member manufacturers and whole- 
salers through its various divisions 
for July, 1930, as compared with the 
same month the previous year. Also 
these figures are shown for the seven 
months’ period of 1929 and 1930: 
COMPARATIVE STATEMENT OF 

JULY 


Untimely Death of O. L. 
Ferguson 

O. L. Ferguson, general manager, 
Westinghouse Electric Supply Co. 
Indianapolis, died after an illness oi 
only one week. Mr. Ferguson had 
been sales manager and division 
manager since July 1. Before that 
he had served in various capacities, 
including credit manager, with the 
Varney Electrical Supply Co. at 
Evansville and Indianapolis for about 
10 years. Death overtook him just 
as he was getting into the limelight 
in his new work. 

* * x 


Service Electric Officials En- 
joy Outing 

H. Guilbert, owner of Service 
Electric Supply Co., San Jose, Calif., 
spent a week last month on the 
middle fork of the Tuolumne River 
in the Sierra Nevada mountains near 
Yosemite. Harold Semichy, buyer, 
of the same firm, spent a week in 
June in the Sierra Nevadas visiting 
Lake Almanos, Lake Tahoe, Yosem- 
ite and Sequoia National Park. 

* * ok 


Baitinger Installs Bookkeep- 
ing System. 

The Baitinger Electric Co., Inc., 
New York City, has installed a Bur- 
roughs bookkeeping system for the 
more efficient handling of their 
business. 





PAST DUE ACCOUNTS REPORTED 


31, 1930 


NUMBER OF ACCOUNTS REPORTED 


Jul 


y 
1930 
250 


Division 
New York 
Middle & Southern Atlantic 
States 
New England 
CRAUEER isons ckaxweodnes cee 


126 
89 
641 


1106 
PODAL 


July 
1929 
$ 53,423 


1930 
$ 39,229 


20,594 
11,723 
69,616 


Division 
New York 
Middle & Southern 
Atlantic States... 
New England 
Central 


24,072 
9,317 
59,354 


% 
Increase 

or 
Decrease 
4% 
—17.1% 
+53.4% 
+-13.2% 


+ 7.7% 


% 
Increase 
or 
Decrease 


+26.3% 
+ 5.6% 
—13.5% 
—20.5% 


+15.5% 


7 Months 
1929 1930 
1718 2171 


1127 
1027 
4458 


8330 


1190 
888 
5372 


9621 


AMOUNTS REPORTED 
Gq 


Yo % 
Increase 
or 


Decrease 
+ 8.5% 


Increase 

or 7 Months 
Decrease 1929 1930 
—26.5% $ 345,994 $ 375,597 


—14.4% 185,768 
+25.8% 131,543 
+17.3% 734,136 


164,905 
140,625 
544,877 





$146,166 $141,162 


— 3.4% $1,196,401 $1,427,044 


AVERAGE AMOUNTS 


CW A ORR ooo ate Oech eee 
Middle & Southern Atlantic States... 
New England 

Central 


Cabisiee $212 


7 Months 
1929 1930 
$1390 $1212 
1021 1113 
968 1032 
847 937 


July 
1929 1930 
$157 

163 
132 
109 


158 
105 
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BE... &AF-G . BE MODERN 2 Wit & SQUARE D 


f 


Lighting 
panelboards 


with important 
EXCLUSIVE FEATURES 


...made by Square D 
... therefore, widely used 
in every branch of 


industry 


Square Dlighting panelboards are less bulky and considerablylighter than other similar prod- 
ucts... yet they are built throughout for heavy duty. All molded parts are in genuine Bakelite, 
which contributes materially to the lightness and compactness of the boards. . . and is the 
most efficient insulation that can be used. Bakelite parts are in attractive walnut color. 


Main switches of 60, 100 and 200-amp. capacity are of Square D improved brush type, 
with exceptionally quick make and break—a new and exclusive design. Chromium-plated 
handles and panel trim adjusting screws, and beautiful, olive green Duco finish are other 
exclusive features. 

Another unusual advantage is that plug fuses and cartridge fuses are interchangeable—any 


plug fuse section can be removed and replaced with a cartridge fuse section. This may be 
done without removing the panel from the cabinet. Let us give you all the facts. Write today. 


SQUARE D COMPANY, DETROIT, U. S.A. 
Factories at: Detroit, Mich., Peru, Ind., and Milwaukee, Wis. 
SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONTARIO 
BRANCH OFFICES: Toronto, Montreal 





ee OFFICES 
Kansas City Pittsburgh 
Atlanta Dallas Little Rock Portland 
Baltimore Davenport Los Angeles Richmond 
Boston Denver Milwaukee San Francisco 
—— aia a Minneapolis Seattle 
icago rand Rapids New York St. Loui 
Cincinnati Houston L l G HT I N GS PANELBOARDS Philadelphia Pt 
Cleveland Indianapolis Washington 
The SQUARE D Line is COMPLETE and Thoroughly DEPENDABLE 
Switch and Panelboard Division, Detroit Outdoor Meter Boxes Resistors 
Industrial Safety Switch Vengo: Fiatate emneemines 
rigs Meter Service Breakers Vacuum Switches 


Meter Service Switches Float Switches 


SQUARE-Duct (the rigid suspension Industrial Controller Division, Milwaukee a ; 
method for wiring) Autesatie Gaston Specialty Division, Peru, Indiana 
Panelboards for Both Lighting and Combination Starters Special Electrical Devices 
Power Compensators Special Porcelain Products 


Fuse Cabinets Magnetic Contactors Porcelain Insulators (185) 
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->--'1930 NOMS Bet to ee tL 


PR i ee C 2” | ee 


GREATEST PRIZE CONTEST EVER 


79 PRIZ ES_ will be awarded for selling NOMA Electric 
Decorative Products and MAZDA lamps. 
PRIZES INCLUDE Three Automobiles, Five G. E. Refrig- 
erators, Registered Matched Sets of 
Golf Clubs, Motion Picture Projectors, 
Electric Clocks, Furniture, and a group 
of other great prizes, any one of which 
you will be glad to win! 
Ask Your Sales Manager 
for Complete Information 


He has illustrations of prizes, and Key 





to Prizes, showing how you may win. 





He also has enrollment blanks. 
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Give him your enrollment right away, 
and get in the game to win. 

The rules are simple. Every salesman 
has a chance to win, Your work is what 
counts. 

This is the broadest, the cleanest cut, 
the most unhampered, unrestricted op- 
portunity jobber’s salesmen have ever 
had. Get the “Key to Prizes” from your 


sales manager and study it for results. 


NOMA Electric Corporation 


340 Hudson Street 





New York, N. Y. 
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> mm... 


SALES MEN 


NOTE 
Jobbers’ salesmen note 
that outdoor and indoor 
lighting for Holidays 
and Festive occasions 
is becoming more pop- 
ular every year. Noma 
is helping to build this 
popularity. 
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A. D. Hill Killed by 
Lightning 
Albert Donald Hill, who had been 
associated for many years with the 
Westinghouse Electric Supply Co. at 


A. D. Hill 


Chicago and was formerly with the 
Illinois Electric Co., was killed by a 
stroke of lightning while playing 
golf at Pickwick Golf Club, Glen- 
view, Illinois, on August 9. 

Don had a wide circle of acquaint- 
ances in the Chicago territory and 
had spent the last 10 years with the 
Illinois Electric Co. and the Westing- 
house Electric Supply Co. He was 
winner of the Gibson Award Tour 
for all around sales performance in 
the Westinghouse Electric Supply 
houses during the year 1928. 


* * * 


Graybar Broadcasts Red Seal 
Over Columbia Chain 
Seal 
Plan of the Society for Electrical 
Development, the Graybar Electric 


Featuring the Red Wiring 


Co., New York, concluded its eve- 
ning radio program on August 12 
with an admonition that “Mr. and 
Mrs.” would have been spared a 
deal of embarrassment in entertain- 
ing a celebrated guest on that night 
had their home been wired to the 
adequate standards of the Red Seal 
Plan. On the particular night of 
August 12, the popular “Mr. and 
Mrs.” hour recounted the difficulties 


that this pair were experiencing in 
entertaining the town’s most distin- 
guished guest. What with one thing 
and another going wrong in the mat- 
ter of lighting and electrical appli- 
ances, the couple battled it out far 
into the night after their courteous 
but disappointed guest had departed. 
In the closing few minutes of the 
broadcast, the station announcer ex- 
plained that had the house wiring 
been up to Red Seal specifications all 
inconvenience would have been ob- 
viated. 
a a. 
Changes in General Electric 
Personnel 

The following changes in person- 
nel have been announced by the 
General Electric Supply Co., Bridge- 
port, Conn.: J. M. Fembrough, serv- 
ice manager, Houston, Tex., district 
number eight, who replaces R. L. 
Snodgrass, and C. W. Collins, serv- 
ice manager, New York, district 
umber two, who replaces H. Q. 
loreman. 

‘as 
Manhattan Electrical To 
Operate as Subsidiary 

American Machine and Metals, 
Inc., has succeeded to the business 
of the Manhattan Electrical Supply 


Co., Inc., New York. C. K. Wood- 


bridge, of Prince and Whitely, 
formerly president of the Dictaphone 
Corp., and of the Kelvinator Corp., 
succeeds Richard H. Brown as presi- 
dent of American Machine and 
Metals, Inc. The Manhattan Elec- 
trical Supply Co., will operate as one 
of the subsidiaries of this company, 
handling electrical equipment and 
supplies, the Grebe radio and RCA 
Radiotrons. 
<-> 
Frank Brady Dies at 
Salt Lake 

Frank Brady, for many years 
with the General Electric Supply 
Corp., Salt Lake, Utah, died sud- 
denly July 8. He left a widow and 
family. 


Tulsa Jobber Improves Build- 
ing 

The Electric Supply Co., Tulsa, 

Okla., has improved its warehouse 

and office building, including stucco- 

ing and repainting. 

*K 2K *K 

R. D. Sinclair Installs Stock 
Control System 

R. D. Sinclair of the General Elec- 

tric Supply Corp., Bridgeport, Conn., 

has installed a new complete stock 

control system which is said to be 
most successful in operation. 





L. A. Woolley, Inc., 75 Ellicott St., Buffalo, N. Y., opened a fixture display 


room some time ago. 


In this room the fixtures are attractively hung and there 
is a complete absence of the usual crowded appearance. 


This group picture of 


part of the organization was taken one Saturday morning when most of the boys 


were “at home.” 


They are, standing left to right: L. A. Woolley, president; 


G. E. Buecheler; R. F. Haynes; G. T. Cooper; A. Rich; T. B. Watkins; J. B. 


Doan; R. W. Mitscher; M. W. Bedient; 


Ellis. 


and sitting: C. S. Thompson and V. G. 








: 
4 
Ee 
: 
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Store ne, = 
(ILOTIe1G — 


A 


No. 18422 





THE TRUMBULL COMBINATION 


Electric Range and Meter Service Switch 


No. 18422-4W 


The above illustration 





shows a four circuit 
enclosed branch cutout 
wired and attached to 
the combination range 
and meter service 
switch. . . . Also avail- 
able with atwo circuit 
enclosed branch cutout 
wired and attached to 
the combination switch. 


SOLD THROUGH 
WHOLESALERS 


BOSTON 
1002 Statler Bidg. 


SAN FRANCISCO 
432 Fourth St. 


PHILADELPHIA 
511-519 N. Broad St. 


OW Trumbull offers a combination range and meter 
service switch with the two range circuit and the two 















line fuses under the same fuse cover and mounted on a single slate base— 
all in one box. ..... Fuse cover is interlocked with the switch handle. 
It is necessary, therefore, to open the switch before any of the fuses can 
be replaced. Switch cannot be thrown “on” until fuse cover is closed. . . . 
In the illustration the line circuit is at the left and the range circuit at 
the right. The third wire: for both the line and range circuits is taken 
from a neutral terminal at base of switch. Top end of box has shutter 
with twistouts for bottom-connected standardized meters. 


NEW YORK 
803 Lincoln Bidg. 


CHICAGO 
2001 W. Pershing Rd. 


DETROIT BRANCH 
415 Brainard St. 





Branch Factories—Switches, Switchboards and Panelboards: 
A. G. Electric Mfg. Co. Division 
LOS ANGELES, CALIF. SEATTLE, WASH. 


ATLANTA 





A GENERAL ELECTRIC ge ORGANIZATION 
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Some of the men who keep things going at the Rossner Electric:Co., Kansas 
City, Mo., stopped long enough to have this picture taken. Reading from left to 


right they are: 
and Perry S. Perry. 


Paul Johnson; Ernest Babbler; Morris Leman; Edward Grant 





United States Electric Opens 
Plant 

The United States Electric Co., 
Springfield, Ill, has opened a 
modern plant at 216-20 East Adams 
St. where a stock of more than 3,000 
items is carried. The new building 
is equipped with all steel shelving, 
office desks, and office equipment. 
The lighting and ventilating systems 
are most modern. The entire second 
floor is devoted to stocking and dis- 
playing electrical lighting fixtures of 
every description, more than 300 of 
which may be lighted for inspection. 
R. S. Dobbins is president and gen- 
eral manager, Jacob H. Wolf is vice- 
president and store manager, and 
Harry Bryson is in charge of sales 
in central Illinois. 


M. A. Hartley Has Sales 
Contest 

According to the latest informa- 
tion, Timmins of the Gettysburg 
store of M. A. Hartley has the lead 
in the contest for sale of Westing- 
house miniature Mazda lamps, but 
this contest had not been finished. 
In it are salesmen from all three 
stores: Gettysburg, Pa.; Northum- 
berland, Pa., and Staunton, Pa. 


Better Business in 
Massachusetts 

The Massachusetts Department of 
Labor and Industries has released 
figures obtained from nearly 400 con- 
tractors showing that the number of 
men employed there in June in- 
creased 12.5%, over May. The num- 
ber of man-hours increased 13.16% 
and the amount paid in wages 14.1%. 


Pontiac Jobber Back from 
Hospital 
Abe Rosenberg, partner in The 
Electrical Supply Co., Pontiac, Mich., 
has returned to his business after 
five weeks in the hospital. 


Changes in Westinghouse 
Organization 

Walter Williamson, formerly east- 
ern district manager, has been ap- 
pointed commercial agent of the 
Westinghouse Electric Supply Co., 
New York, and is now located at the 
headquarters, 150 Broadway, New 
York. Mr. Williamson is charged 
with the general direction of sales 
and purchases. W. J. Jockers, gen- 
eral sales manager of the company, 
on leave from the headquarters 
office, becomes acting district man- 
ager of the eastern district, with his 
office at 45 West 25th St., New York. 


.man who suggested the matter. 
* this salesman had not had a reason- 
‘ably accurate knowledge of mechan- 


There’s Profit in Industrial 
Specialization 
(Continued from page 6) 


mechanical equipment in the mills 

As an example of an installation 
which had been improperly made, a 
recent case which came to our atten- 
tion can be cited. A 7% H.P 
motor, 720 R.P.M. had been sup- 
plied to an industrial plant by an 
unknown jobber, with a 17” shaft 
extension using a three step pulley. 
Because the shaft did not have an 
outboard bearing, the motor bear- 
ings wore and allowed the rotor 
to rub, causing the motor to burn 
out. After the motor was recon- 
ditioned, our salesman saw the need 
for an outboard bearing and sug- 
gested its use. The customer 
adopted the suggestion and will prob- 
ably be relieved of motor trouble. 
The consequence of our recommen- 
dation, was to build a valuable good 
will for our company and the sales- 
If 


ical principles, he could not have 
made the suggestion. 

Industrial salesmen must also have 
a knowledge of industrial processes 
and maintainance conditions. When 
our salesmen send in a report that 
they have gone through a new mill 
and have spent two or three hours 
with a chief electrician studying the 
operating methods and_ industrial 
processes in a plant, we feel that they 
have spent a very profitable day for 
the Roland T. Oakes Co., because 
they will have a knowledge of con- 





laine ant Sa 


_ Too bad this couldn’t be a talking picture, as these girls of the Graybar house 
in Grand Rapids, Mich., are right there on everything from aviation to the lat- 


est styles. 


The best proof of their intelligence is the way they take care of 
the office—no visiting salesman or customer waits long for information. 


Left 


to right: Thelma Russell; Helen Johnson; Julia Wilcox; Linnea Gustafson, and 


Florence Ellis. 
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BRYANT N°4832 
DUPLEX RECEPTACLE 


A new dual purpose device, which will serve 
as a connecting block as well as a receptacle. 
See page 53, New Bryant Catalog No. 30. 










Genuine Brown 
Bakelite Body 


Base only 23/32 of an 
inch Deep 


Easy-Finding 
Locating Ribs 


Plaster Ears integral 
with yoke 


and- 


Two No. 8 Binding Screws, with 
large heads, in each side wiring 
terminal. 





An easy sale every time you call your custo- 
mers’ attention to this new Bryant Receptacle. 


jJS-9 


THE BRYANT FLECTRIC COMPANY 


i 


BRIDGEPORT ] CONNECTICUT,U.S.A. 
BOSTON: CHICAGO -NEW YORK PHILADELPHIA: SAN FRANCISCO 


50 High Street 844 West Adams Street 60 East 42nd Street wie ia) 1333 Chestnut Street 149 New Montgomery Street 








MANUFACTURERS OF “SUPERIOR WIRING DEVICES” SINCE I1888-MANUFACTURERS OF HEMCO PRODUCTS 
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These two fellows have a smile for 
every customer coming into the city 
sales department of the electrical divi- 
sion at the Moore-Handley Hardware 
Co., Birmingham, Ala. W. P. Moore 


owns the grin on the left while C. A. 


Oswald does the smile at the right. 





ditions within that plant which will 
make it possible for them to serve 
that plant more ably than they could 
possibly do without that information. 

A typical example for this terri- 
tory can be drawn from the paper 
mills. The corrosive conditions in 
a bleach boiler room of a paper mill 
must be treated entirely different 
from the dust-laden conditions of a 
woodworking plant. The salesman 
must understand both the industrial 
plants which he is selling, and the 
manufactured products which he re- 
commends so well that he can offer 
the proper equipment from = each 
manufacturer’s line for each indivi- 
dual installation. 

One of our salesmen recently was 
given an order for a 10H.P. 1200 
R.P.M. motor with a 4x 4” pulley. 
Knowing the plant, he had a suspi- 
cion that there was an inaccuracy in 
the specification. Upon investigation 
he found that the motor actually 
needed was 3 H.P. The customer 
might not have noticed his mistake 
if he had installed a 10 H.P. motor, 
but when our salesman called atten- 
tion to the proper specification, they 
were so thoroughly convinced that 
we had their interests entirely at 
heart that they now rely almost en- 
tirely on our opinion in selecting 
most of their purchases. In another 
plant, 3 15 Kva transformers were 
Our knew that 
there were other transformers avail- 


ordered. salesman 


able in the plant, and recommended 


that the transformers he moved 
from another building. Although we 
finally only furnished a 7% Kva 
transformer on that order, the effect 
of that cooperation reacted tremen- 
dously in our favor. 

We are fully convinced on one 
point related to industrial sales poli- 
cies. We feel that the responsibility 
of our salesmen in calling on our 
industrial customers is only partially 
covered by their ability to secure or- 
ders. Provided proper relations are 
set up with industries, orders will 
often follow in quite a routine fash- 
ion. From one plant, for instance, 
we have had orders for over 100 
motors sent in over the telephone. 
In such a plant, the responsibility of 
the salesman must extend beyond 
the business of securing an order. 
It is part of his job to see that sup- 
plies ordered are exactly those best 
suited to the plant requirements and 
that they are used in a way which 
will be most economical to the buyer. 
This ultimately will result in the 
customer valuing the salesmen’s calls 
as a necessary service in addition to 
the other functions of a jobber as a 
source of supply. We like to feel 
that our salesman has left something 
of value with a customer after every 
call, no matter whether it has in- 
volved showing a new tool, supply- 
ing a new catalog, suggesting meth- 
ods of correcting unsatisfactory ap- 
paratus, or other information. 

Another problem which must be 
considered by jobbers planning in- 
dustrial specialization, is that of the 
salesman in calling on the right man 
in each plant. In every plant, some 
one or two men will have active 
charge of electrical work, but they 
will not usually carry the same titles. 
In one plant a chief electrician may 
be the key man, in another the 
master mechanic, in another the pur- 
chasing agent. At some plant in his 
territory, the salesman will have to 
ranging from the 
president of the company all the way 
down the line of plant executives 
to the superintendent of power, chief 
engineer, manager of the mill, mill 
agent, or mill manager. Sales analy- 
sis is the only way of ascertaining 
the effectiveness of sales calls, and 
the only accurate way to check sales 
reports is through an intimate per- 
sonal knowledge of the territory. 

We have found one very effective 


see executives 


means of stimulating the interest o: 
our industrial salesmen in the line: 
they sell. During January, we felt 
that we had an opportunity to help 
our men learn more about the lines 
they sold, so we sent them in a group 
on two trips. The first day of the 
first trip they went to the plant of 
the Simplex Wire and Cable Co., 
Cambridge, Mass. The second day 
was spent at the National division 
of the General Electric Lamp works. 
On the second trip the first day was 
spent at the Bryant Electric Co. 
plant at Bridgeport, the second day 
at Landers, Frary and Clark and the 
last day at Colt’s Patent Fire Arms 
Mfg. Co., Hartford. These manu- 
facturers cooperated enthusiastically 
with sales schools, inspection trips 
through the plants, explanations of 
manufacturing processes and prepa- 
ration of sales data so that our men 
came back from each trip thoroughly 
enthusiastic about the lines they had 
seen. These experiences were very 
valuable for our salesmen. They 
had an opportunity to discuss at first 
hand, all the problms which had 
come up in their experiences selling 
the various products which were 
made by the manufacturers who were 
visited. They learned how to justify 
the higher prices of quality lines 
which they had been selling, and 
also caught some of the enthusiasm 
which the manufacturers had in their 
products. They came back to their 
work, more interested than ever be- 
fore in specialization, and entirely 
convinced that the manufacturers 
were justified in the claims which 
they made for their products. 





Here are J. L. Stepper, left and 
Gabriel Soffer of the G. & G. Electric 
Supply Co., New York. Mr. Stepper 
is one of the organizers of the Eastern 
Blectric Wholesalers Association and a 
member of the board of governors. 
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N° 7/71 


COMBINATION 
y 











y 
De 





ig 





ory of Careful Wiring 


Sell this thought for wiring 

kitchens, laundries, dining rooms, 
bedrooms . . . Here's the signal 

of SAFETY wiring. Bullseye lights up 
RED while current is “ON” in Receptacle. 








Perri) 


Safeguards homes against overheating of heating 
units in electric flatirons, curling irons, heating pads, 
toasters, cookers... . H & H “7711” comes to hand 








as a warning device of neatest appearance. Bullseye flush 
with receptacle; no projection. ... With brass plate, or molded 
“Hegemite”’ with ribbed surface and art border. Freshly modern in 


styleand function. Youcanrecommend this new device as proof of careful 





wiring and foresighted planning. Talk it as your ““leader’’ on your next calls! 


HAKT & HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 





Ad 
eed 
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HOROLECTRIC 
TIME "88m SWITCH 


od 





FACTS 
Which mean much to 


those selling and using 
Time Switches 





» 


HOROLECTRIC 
TIME SWITCHES 


Designed, Engineered, Manufactured 
and Tested in the U. S. A. 


No foreign units of any kind used. 
Licensed under the Dorsey Patents. 
No patent complications can result from 


sale of HOROLECTRIC TIME SWITCHES 





a 


UNCONDITIONALLY 
GUARANTEED 


Built so well that we can sensibly guarantee 
Horolectric Switches for two years— 


unconditionally. 





od 


HOROLECTRICAL 
CORPORATION 
116 West l4thStreet | New York City 





| Del Monte, Cal., last month. 














10 YEARS AGC 
THIS MONTH 


A new department containing news of the 

happenings among jobbers and manu- 

facturers a decade ago. This information 

is secured from the corresponding issue 
of the paper in 1920. 


Erner & Hopkins’ New Home 


Erner & Hopkins Co., Columbus, O., 
on July 1 occupied its new home at 
142-148 North Third street. The build- 
ing, which will comprise the company’s 
new quarters, has been acquired on a 
99 year lease from the W. W. Franklin 


estate. 
a 


Shorty Wins Tournament 


Although professing to be a green- 
horn at the popular game of golf, Shorty 
Sherman, the six-foot-four sales mana- 
ger of the Illinois Electric Co., Los 
Angeles, easily won the Kickers’ handi- 


| cap in the tournament of the Electrical 


held at 
Such is 
beginner’s luck. W. E. Robertson 
brought in the low net score. 


Supply Jobbers’ Association, 


* * 


Wahn Co. Enlarges 
The George H. Wahn Co., Boston, 


Mass., has been appointed New Eng- 


land distributor for the entire line of 
electric heating appliances manufactured 
by the Manning-Bowman Co., Meriden, 
Conn. The Wahn company now occu- 
pies the entire building at 69-71 High 
street and is enlarging its stockroom 
and office facilities. 


* * * 


E. S. & E. Increases Capital 


The Electric Supply & Equipment Co., 
Hartford, Conn., has filed a notice of 
an increase of $184,950 in its capital 


stock. 
* * Ok 


Chadbourne with Elliott Electric 


_P. E. Chadbourne, formerly with the 
General Electric Co., Lynn, Mass., is 
now with the Elliott Electric Co., Cleve- 
land, O., in the capacity of motor 
salesman, 

* * * 


Illinois Installs New Shipping 
Chute 


Illinois Electric Co., Chicago, IIL, is 
installing a new circular shipping-chute 
to extend from the third floor to the 
loading platform. Each floor will have 
its own shipping department and only 
package goods will be shipped from the 


*, 


second and third floors. A _ speaking 
tube, extending from the platform to the 
second and third floors will form a 
means of communication between drivers 
and shipping clerks. 

ok * * 


Major Yates Will Capture Dealers 


E. S. Yates, formerly a major in the 
United States Marines and during the 
war in charge of marine recruiting in 
Buffalo, has been secured by the Robert- 
son-Cataract Electric Co., Buffalo, N. Y., 
to act as manager of the company’s farm 
light department. 


* * * 


Matthews Electric Opens Branch 


Matthews Electric Supply Co., Bir- 
mingham, Ala., opened a branch office 
and warehouse in Mobile, Ala., on 
June 1. The Mobile house is now sup- 
plying western Florida, southern Ala- 
bama, southern Mississippi and south- 


ern Louisiana. 
* x 


Nebraska Motor Power Opens 
New Office 


The Nebraska Motor Power Co., 
Grand Island, Nebr., has established a 
main office at 202 South Twenty-fourth 
street, Omaha, Nebr. The company acts 
as distributor for the Matthews electric 
light and power plants, “Motor Marvel” 
electric washing machines, “America” 
vacuum cleaners and McClelland ice re- 
frigerating plants for western Iowa, 
Nebraska and part of South Dakota. 


*x* * * 


Garcia Now with Pacific States 


E. W. Garcia, for the past 10 years 
with the General Electric Co. at San 
Francisco, has become associated with 
the Pacific States Electric Co., San Fran- 
cisco, where he will have charge of in- 
candescent lamp sales. Mr. Garcia is 
at present making a four weeks’ visit 
in the East at factories and research 
laboratories concerned with lamp manu- 


facture. 
* ke * 


Frank Adam Opens Warehouses 


Frank Adam Electric Co., St. Louis, 
Mo., recently opened warehouses in 
Detroit, Pittsburgh, New Orleans, and 
Minneapolis, where stocks will be car- 
ried for local distribution. 
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MORE Sales Per Call 





In SELLING conduit, as with any other 

commodity, the ratio of calls made to 
sales closed is an important factor in de- 
termining both gross volume and net 
profit. The fewer and shorter the calls 
necessary to close a sale, the greater the 
net profit will be. 





In selling Youngstown Buckeye Conduit, 
non-productive selling time is reduced to 
a minimum. Most of your prospects are 
already familiar with Youngstown Buck- 
eye Conduit by name and reputation. 
They know that it is widely used by 
leading contractors, specified by leading 
architects and engineers,and has proved 
itself in thousands of installations. 





With this established reputation as a Youngstown Buckeye Conduit protects the elec- 


trical wiring in this modern office building at 120 


background, your selling task becomes v1 St een UCHMAN & KAHN 
much .easier. Missionary work is made Plectrical Contractor GENS TRUCTION CO. 


3 . Elevator Contractor—OTIS ELEVATOR CO. 
easier and lengthy explanations are  [INI::AIAIInNnNNnNEnNnGnS tenes 


a “ DISTRICT SALES OFFICES 
eliminated, enabling you to make more ATLANTA—Healey Bldg. | MEMPHIS—P. O. Box 462 
BOSTON—80 FederalSt..  MINNEAPOLIS— Andrus Bldg. 








calls—more sales. BUEFALO— NEW ORLEANS— 
Liberty Bank Bldg. Hibernia Bldg. 
R- YOUNGSTOWN SHEET Senn” Simeco 
I H E Y O U N GS I O 1," N S H E E T Union Trust Bldg. Franklin Trust Bldg. 
Seer eriinal Tower Bl SAN FRANGISCOn Duce 
z : erminal Tower 
‘ y rr y . ’ a ™ Y y 
4 N D I L | 5 E L ( ) M P A N y Dall AS tegnelie Bl SEAR LE Cental Bide. Se. 
peaaremonne SSH 
—Fishe 525 te 
KANSAS CITY, MO.— YOUNGSTOWN ding 
One of the oldest manufacturers of copper- - steel, under the Commerce Bldg. (sein aie Bldg. 
well-known and established trade name Copperoid” LONDON REPRESENTATIVE ~ The Youngstown Steel 
General Offices— Youngstown, Ohio Products Co.. Dashwood House, Old Broad S 


London, | ie x England 








GALVANIZED SHEETS PROTECT "e e ee ee &e SAVE WITH STEEL 
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terling @ 
DISPLAW LIGHTING 


Sterling Reflectors 
for SHOW WINDOW 


and DISPLAY CASE 
Lighting are unequalled 
for efficiency, — service, 
and satisfaction. 








: . WINDOW 
Sterling as SPREFLECTOR 
SHOW WINDOW : For 150 Watt Mazda “C 
REFLECTOR Spek! oat Lamps. 
For 150-200 Watt Mazda recy eet . 
“C” Lamps. 
No. 231 


Sterling | E 
SHOW WINDOW Sterling FL 


REFLECTOR 
For 150-200 Watt Mazda SHOW WINDOW Same u 
' REFLECTOR without 


For 100 Watt Type “A” vation p 


No. 221 Mazda Lamps. 


Sterling 
SHOW WINDOW 
REFLECTOR 


For 75 Watt Mazda “C” and 
100 Watt Mazda “A* Lamps. 


1411 Jackson 


REPRESENTA 








Sterling 


cig GUARANTEED FOR “4fu 
“C” Lamps. 











PRINT IN BU 
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Sterling «@ 
FLOOD LIGHTING 


Sterling Flood-Lighting Equipment is a COM- 
PLETE line made to meet all requirements for 
eficient interior and exterior Flood-Lighting. 



























No. 7000 












3 Sterling 

Ld a FLOOD.O-LITE 
For 300-500 Watt PS No. 5240 ee i 
Le a d 6 . fe) att Type 

1D to 25 Sean: a Sterling FLOOD-O-LITE “C” PS Lamps. Beam 


Adjustable for 300 to 1000 spread of from 12 to 
Watt Type “C” PS _ Lamps. 90 degrees. Equipped 
Beam control of from 6 to 90 with azimuth and ele- 
degrees. vation position locks. 
















No. 3000 


Sterling 


FLOOD-O-LITE 
For 250 and 400 Watt Type 
“C” G30 Lamps. Beam 
control of from 6 to 80 de- 
grees. 


NX“, 


d, Chicago, U.S.A. 


PRINCIPAL CITIES 








No. 4010 


Sterling 
FLOOD-O-LITE SENIOR 
For interior Flood and Spot 
Lighting. Utilizes 300-500 5 
Watt PS Lamps. ‘ 
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General Electric Names 


Ce ee po Eales ew The General Electric Supply Corp 

2 OROVE CRESCENT yes : : || branch in St. Paul, Minn., is to be 

oe Sith Pa Pw -|| known as the “North Central Main 
WIRE TO YOU 


* * 











Allan S. Graham 

(Continued from page 16) 

By the very logical method of asking you to TRY | mained there until 1906. At that 

IT. Crescent always builds with a large factor of | time he received a major promotion, 

safety. You run no risk of any sort when you use being transferred to the Harrisburg 

a Crescent product. Let Crescent Wire prove Gas Co., Harrisburg, Pa., as as- 

itself in your next installation. | sistant superintendent in charge 
| of manufacturing and distribution, 
holding this position for four years. 


In June, 1910, he was transferred 
to the Northern Indiana Gas and 
Electric Co., Hammond, Ind., as su- 
perintendent of the gas department. 
This Hammond plant had just been 
acquired by the parent company, the 
United Improvement Co., Philadel- 
phia, which, of course, had been his 
employer in all his moves. On ac- 
count of the purchase of this plant, 
Mr. Graham found a tremendous 
amount of rebuilding and improve- 
ment necessary, which widened the 
scope of his activities and made his 
work more attractive. 


It was here that he became in- 
terested in things electrical. The 
superintendent of the electrical de- 
partment had his desk beside Mr. 
Graham’s and in comparing notes it 
seems each thought the. other’s job 
more interesting. At any rate our 
| subject began to soak up the elec- 


| trical idea and what he learned in- 
CRESCENT PRODUCTS | fluenced him in entering the busi- 


“Crescent” National “Crescent” Lead | ness a few years later. 
Electric Code Rub- Covered Armored 


ber Covered Wire Cable. | One thing he noticed was that the 
and Cable. 


r “Crescent” Flexible | $ 
on nee Metallic Conduit. company was doing a great amount 


. 4 | Pe 
Wire and Cable. ae se ui of merchandising and he saw that 
“Imperial” 30% Rub- Crescent Var | g 


ber Covered Wire nished Cambric | the electrical business was due to out- 
and Cable. Cable, Lead En- 


“Crescent” Lead En- sani aut tania strip its rival before long. He re- 


cased Wire and . ° e 
Cable. All kinds of aeé- mained in Hammond until 1916, 
“Crescent” A, B. C. ns | ° 
Armored  Bushed _ wire and when he was transferred to Sioux 
Cable, og ‘ e 
_ sia Falls as manager of the Sioux Falls 
Gas Co. Here he followed his usual 


tactics, settling down and reaching 


the point where he was ready to 

’ f | make one more change for life. 
In August, 1919, the Tri-State 
ee Electric Co. was organized in Sioux 











: Nik Falls by G. H. Denton, president, 
Insulated Wire and lable Co. SB \ N=" (and John Farley, secretary. With 
CRESCENT ARMORED WIRE CO. oer the electrical “bug” in the back of 

TRENTON NJ. WI WW” his head and a strong belief in the 
= future of the industry, Mr. Graham 
FORTY-ONE YEARS OF KNOWING HOW IN EVERY CRESCENT PRODUCT bought stock in the new concern 
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Three BUSS LIGHTS 
an Every HOME 


ei ye 

















this BUSINESS 7ean to you! 


A recent investigation revealed that in the average 
home there is a need for three lights of the BUSS type— 
three places where a BUSS Light should be used. 


Have your dealers count the number of homes in 
the community which they serve. Point out to them 


Assortment Offer 





Tell your dealers about the 
BUSS Light Assortment 
This assortment is made up of 

one each of the seven models of the 

BUSS Light. The Lights are priced 

at the regular dozen-lot price— 

Dealer cost $13.33. Retail value 

$20.00. 


The assortment includes at- 
tractive display and price cards 
and a sheet showing how any 
number of selling displays may be 
built by simple arrangements of 
the striking new boxes in which 
the $3.00 models now are packed. 








that if they multiply this num- 
ber by three they will find the 
size of the market which sur- 
rounds them. 


Show dealers in dollars and 
cents how much this market is 
worth by multiplying the num- 
ber of BUSS Lights by the profit 
per light which they make. 


Of course, no dealer can sell 
every home three BUSS Lights. 
But they can sell a large number 
if they try. BUSS Lights are 
bought for their utility—not as 


For full information, refer to your new BUSS Light Discount Sheet 
BUSSMANN MFG. CO., 2546 University St., St. Louis, Mo. 





an ornament alone. When people see the many uses for 
these lights, they see a place where BUSS Lights will fill 
their needs. Then they buy. 


Therefore, display means more than anything else in the 
sale of BUSS Lights. Urge dealers to get them out where 
they can be seen—where the public can tilt the shade, 
try out the clamp in the base and see how the light hangs 
on the wall. Every display carton tells the whole story. 
Dealers who get cartons and lights out where they 
have an audience are bound to move them out of stock. 
Electrified Display Stand 


more than doubles 
dealers’ sales 


SPECIAL OFFER 


Accurate store-to-store 
check made july 1, 1929, 
shows that dealers who used 
the BUSS Electrified Display 
Stand averaged more than 
twice the sales made by those 
who did not have it. 


Any dealer can get this sales 


maker with an order of 24 or 
more BUSS Lights, free. 
Dealers who already have 
the Electrified Display Stand 
and order 24 or more BUSS 
Lights will be sent the en- 


tirely new SPECIAL No. 30 
DISPLAY SET which in- 
cludes card for the Stand, 


A Division of the McGraw Electric Company 


BUSS Light < 


The Handiest Light tr the World, +222 










a 
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VAWOWCANE LICLTING 





Single Universal Showcase Unit No. 90, 
length 9 inches, height 1% inches, face 
opening 2% inches for standard base 
T-10 lamp. 


No. 96 





Wall case unit No. 96, length 9 inches, 
height 3% inches, face opening 4% 
inches, for standard lamp to 60 watt. 


No. 121 


Show window unit No. 121, length 
12 inches. height 4% inches, face 
opening 5% inches, for standard 
lamps to 100 watt. 





REFLECTOR 








Illustration of Day-Brite’s 
September wall chart. This 
with Day-Brite’s catalogs 
etc., should help you land 
this type of business. See 
Day-Brite’s catalog No. 8, 
pages 22 and 23. 


fp COM—MPANY 














3825 Laclede Ave.- Saint Louis 











when it started. In the late fall, Mr 
Graham was asked to come active: 
into the firm and take charge o: 
sales. He did not make the chang: 
however, until May, 1920, when h: 
was installed as vice-president. 

The first salesman in the com- 
pany was Harry Frank, who is stil! 
with the company, and the territory 
was about the same as today—the 
state of South Dakota, nine counties 
in northwestern Iowa, and nine in 
southwestern Minnesota. Mention- 
ing Mr. Frank’s long service reminds 
us that Mr. Graham is proud of his 
organization and their long and faith- 
ful service. B. C. Gregorson came 
to the company as shipping clerk in 
October, 1919. He took night courses 
in electrical engineering and _sales- 
manship, was promoted to road 
salesman after five years and has 
done splendidly ever since. 


J. C. Abbott, also a graduate en- 


| gineer of the University of S. D., 


came in October, 1924. He went 
on the road the following year 
after serving his apprenticeship as 
shipping clerk. R. H. Kelley, re- 
sponsible for purchasing and con- 
tact with customers by phone and 
correspondence on orders, also be- 
gan in October, 1919, coming from 
Western Electric in Minneapolis. In 


| addition, two of the girls have been 


with the company a long time. Mrs. 
M. E. Markham, chief clerk and 
treasurer, has been with the company 
since it was founded and has an ex- 
ceptional reputation for handling 
credits with minimum losses. Miss 
Ruth Achatz, in service since Sep- 
tember, 1920, has also done a fine 
job handling office details. 

Neil T. Ronan, better known as 
“Pat” Ronan, came in September, 
1923, as sales manager and is now 
widely known to the trade and manu- 
facturers. He is a graduate Elec- 
trical Engineer of the University of 
Purdue, and loves selling above all 
other activities and even recreations. 
To quote Mr. Graham: “It’s a good 
thing Pat has a wife and child, or he 
would be out selling all night.” Mr. 
Ronan was made secretary and di- 
rector in January, 1924. 

Mr. Farley passed away in April, 
1922. Mr. Graham, as heretofore 
stated, took active charge 10 years 
ago. However, Mr. Denton was 
active in the company almost up to 
the time of his death in April, 1930. 
The force has increased from seven 











September, 1930 





THE JOBBER’S[JJSALESMAN 37 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 





No. 77 Black 
Assortment 


A brilliant display in gold, 
red, blue, black and white, 
containing one each R22 
revolving head, M22 miner 
head, F22 and F23 focus- 
ing, and two No. 6100 
broadbeam. For limited 
time these assortments will 
be either all black or all 
nickel. Display reaches you 
complete—ready for your 


No. 66 Colored 
Assortment 


Keen, striking, attention- 
getting colors in display. 
Colored cases only. Con- 
tains one each F22 focus- 
ing red and green, one 
each F12 baby tubular fo- 
cusing old rose and green, 
andoneeachNo.22 broad- 
beam red and green. 
Chromium fittings! Display 
reaches you complete — 





HE newest, finest and most practical creations 
ever offered...revolutionary in principle, design 
and construction. 

TheNo.66 Colored Assortment contains the three 
fastest-selling numbers in the Burgess line of col- 
ored cases. Two each of the large focusing type, 
baby focusing type and broadbeam type. Chromium 
fittings! Each flashlight has a colored paper band, 
as shown in illustration at top, showing the number, 
type and price of flashlight. 

The No. 77 Assortment contains either all black 
or all nickel case flashlights...in a wide variety of 
types to meet all requirements. It contains one re- 
volving head flashlight, one miner head, one large 
and one medium focusing, and two broadbeam 
types. Price bands tell customers the type and price 
of the flashlight. 

Displays require scant counter space. Equally 
valuable for window display purposes. A trial 
order for one each’will convince you that these 
displays will jump your flashlight sales consider- 
ably. Wire, write or telephone your jobber at once. 


BURGESS BATTERY COMPANY 
111 West Monroe St., Chicago, Ill. 


NewYork Sanfrancisco Boston Atlanta Minneapolis Kansas City 





counters. ready to put on counter. In Canada: Niagara Falls and Winnipeg 
-*ARADIO'B. : ss SNAPLITES, 
2 AGNITION =e | FLASHLIGHTS 7 
- oe ey Be BATTERIES: >, 





"BATTERIES 


Rg 8X 
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— LIST — 
NS Polished Nickel 
$12.50 
Chromium Finish 


Boost Sales 
with the Automatic 

















NE 


TOASTER 


It’s an aristocrat both as to 
appearance and performance 
— not just another toaster, and 
your customers recognize its 
superiority at first glance. 
That’s why the Commander 
Toaster has become such a re- 
markably big seller in a short 
time. Automatic timer opens 
toaster when toast is done. 
Each piece of toast the same 
on both sides, medium or well 
done according to individual 
desires. Splendidly built, sub- 
stantial and compact. 
Dealers - write for dealer helps and discounts. 


Manufacturers Representatives - There are some 
open Territories available - write today. 











MANUFACTURED BY 
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Harry Byrne, Sr., president of the 
North Coast Electric Co., wholesaler of 
electrical supplies in Seattle and Ta- 
coma, Wash., and Portland, Ore., 
recently was elected chairman of the 
Pacific Division, National Electrical 
Wholesalers’ Association. Mr. Byrne 
says of himself: “My ‘Who’ in the elec- 
trical ‘Who’s Who’ should state: ‘He 
believes in good prices, high wages and 
fair profits.’” 





to 16 people and many new spe- 
cialties have been added, such as 
radio, refrigeration, commercial fix- 
tures and major appliances. The lo- 
cation has remained the same, the 
company owning its building at 218 
East Tenth St., as well as other 
property, including an auxiliary 
warehouse. 

Personally, Mr. Graham has al- 
ways taken an active interest in 
forward movements, both in and out 
of the industry. He was president of 
the Sioux Falls Chamber of Com- 
merce, 1928-29, and of the Rotary 
Club, 1927-28. For social recreation 
and golf he holds a membership in 
the Minnehaha Country Club. He 


| has been married a number of years 
| and has one daughter. 


As to the industry in which he is 
engaged, Mr. Graham feels that it is 


| thoroughly stable, particularly as it 
| concerns the independent jobber who 
| is willing to get out and hustle. He 
| calls attention to the difference be- 
| tween today and the time his com- 


pany started business 11 years 
ago. At that time, immediately after 
the war, the difficulty for new job- 
bers was not in selling goods, but in 
acquiring the proper lines. Today he 
sees a vast merchandising job to be 
done, with concentration on appli- 
ances and other specialty lines as the 
best way to prosperity, since they are 
more profitable. 













September, 1930 THE JOBBER’SM})SALESMAN 59 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


ve ows LIONEL’S 


Neo catal 
p9-? - Greatest Advertising 


JAMPAIGN 


Reaching Millions of People Through- 
out the Country—and Promoting 
Greater Sales Volume for Dealers. 























18 pages 


Get behind the LIONEL line of electric rail- 





im full color roads now, because, LIONEL is behind you 
with the strongest advertising program in its 
history. 

= This year LIONEL dealers will break all 
# ye, records for sales—for never has LIONEL mer- 
ZZ ne~ chandise been finer—never more varied in char- 


oe acter—never have the values been greater. 


LIONEL dealers are sure of customer good- 
will, sure of big volume, sure of profits, and 
sure of LIONEL support in advertising and sales 
promotion. 


MR. JOBBER’S SALESMAN: Lionel’s policy 
has always been one of fullest co-operation with 
the jobber’s salesman. Dealers are ready to book 
orders now. 


THE LIONEL CORPORATION 








Newsp aper : | dcert is im g 15-17-19 East 26th St., New York City 
Lionel Mid-West Branch Lionel Western Coast Branch 
Merchandise Mart, Room 1428 M. Sweyd & Son, Representative 
Chicago, III. 788 Mission St., San Francisco, Cal. 


Lionel Canadian Branch 
Harold F. Ritchie Co., Ltd. 


Toronto and Branches 


| LIONEL 
ELECTRIC TRAINS 


The Standard of the World Since 1900 
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David Burke 1s a Director of the Radio 
Wholesalers Association, the National 
Federation of Radio Associations, and 
President of the Radio Distributing 
Company and the Auto Electric and 
Service Corporation of Detroit. 
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ADIO 


The radio wholesalers who will survive the present 
depression will be those who develop their salesmen 
into professional merchandisers —that’s what David 
Burke points out in the following editorial. He 
further illustrates his point by telling how his 
organization 1s doing it 


E BELIEVE that the turnover in salesmen 
is high because salesmen find it easy to get 


jobs. Experience is not essential. Profes- 
sional men on the other hand stick to their line 
throughout their business career. A doctor who spe- 
cializes in chiropractic does not within a few years’ 
time turn his hand to chiropody. Artists who have 
made a study of oils do not suddenly switch over to 
sculpturing. But the average salesman sells auto- 
mobiles one year, radio the next, aeroplanes the next, 
and so on in endless variety. 

By developing professional radio merchandisers out 
of our salesmen we hope to make them so expert in 
this line of business that they will want to capitalize 
on their experience and not switch from one line to 
another. We are trying to do this by taking the 
monotony out of selling. Nothing is so tedious as 
presenting the same merchandise to the same custom- 
ers week after week. So each month it has been our 
plan to sell our old numbers in a new dress, for if a 
salesman has, in his bag of tricks, a new plan for each 
call, orders will come of themselves. 

Seldom does a new presentation click 100%. But 
last month this actually happened. The plan which 
was responsible for such phenomenal results was 
inaugurated with a sales meeting. Each man was told 
to prepare a discussion on one phase of retail mer- 
chandising. He was told that it must be practical, 
constructive, and complete in every detail. After all 
the talks were given, we assigned a desk in various 
offices to each man. Here he was told to write down 
verbatim everything which took place during his last 
call. He was to begin with his entrance into the 
dealer’s store. If the dealer said “Hello, Jim,” and 
he said “Hello, Mr. White,” that was to be included. 
Then every subject discussed by both himself and the 
dealer was to be repeated in full. When the salesman 
read over this detailed account of his last call, he 
found it both amusing and enlightening. By thus 
analyzing his own manner of presentation, he was far 
more impressed with its weakness than if the sales 
manager had made the analysis. “Rotten” was the 
way most of them termed their own efforts. 

With the recollection of this unorganized call fresh 
in their minds, they were told to write a complete 
sales presentation of a new model. Incidentally they 
had never seen it. They had no literature illustrating 
or describing it. The price was not yet set. In short, 
they had nothing to work on except the manufac- 
turer’s statement at the radio show that the new 
model would surpass any that had preceded. 





No restrictions nor suggestions were laid out. Each 
man was told to build his own presentation in his 
own way, and to incorporate in it all the reasons why 
a dealer should hook up with a new model he knew 
nothing about. This was not an easy job. Salesmen 
are not accustomed to writing, but at the end of the 
week each of them had a sales plan which was far 
superior to their last unplanned call. They not only 
gave the dealer specific ideas for merchandising the 
new radio, but they also had developed sound argu- 
ments to refute any possible objections. They empha- 
sized the wisdom of buying a model of national recog- 
nition; a model whose name had always been a leader 
and had always shown a profit for the dealer. They 
referred to the mistakes that used to be common in 
the industry when dealer and wholesaler alike bought 
from the house who had nothing to offer but dis- 
counts—discounts in which the public was not 
interested. 


URING the preparation of this plan the salesmen 

were allowed to confer with the sales manager, 
the credit manager, and myself to ask questions and 
clarify their ideas. At the end of the week they com- 
pared their presentation with one which the sales 
manager had prepared and combined the fine points of 
both.” Then, primed with this bullet-proof mode~of 
action, they put their plan into effect. The first week 
these 15 salesmen called on 169 dealers and sold each 
one 5 samples of the new models of radio which they 
had never seen for future delivery. All of these deal- 
ers also purchased bill posters, window trims, direct 
mail enclosures, and all of the merchandising assist- 
ance which was available with the new model. In 
addition, 40% placed their business through to Decem- 
ber Ist. In short, we did $75,000 worth of business in 
a week's time on a model our salesmen had never 
seen. Since then they have called on a total of over 
300 dealers and sold 5,000 sets. It is interesting that 
to begin with, it took a salesman practically an entire 
day to present his plan. Now he has refined it until 
he can do it in anywhere from one hour to three. 


It is plans like these which take the monotony out 
of selling and buying. They stimulate salesman and 
dealer alike. By means of them we believe it will be 
possible to make professional merchandisers out of 
our men and thus reduce salesman turnover and keep 
figures in the black during this trying period when 
unorganized effort spells certain elimination. 
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Radio Wholesalers Association, Inc. 


Harry Alter, Pres. 
Chicago 


J. Newcomb Blackman, Vice-Pres. 
New York 


Robert Himmel, Treas. 
Chicago 


Howard Shartle, Sec. 
Cleveland 


RADIO 
HOLESALERS 
Association 


Roy Thomas, Vice-Pres. 
Los Angeles 


H. G. Erstrom 
Executive Vice-Pres. 


Fred Wiebe, Vice-Pres. 
St. Louis 


James Aitken, Vice-Pres. 
Toledo 


Chicago 


Peter Sampson 
Chairman of Board 
Chicago 


The Information on this and the Following Pages has been Prepared 
by H. G. Erstrom, Executive Secretary-Treasurer, by Authorization 
of the Board of Directors of the Radio Wholesalers Association 


National Radio Week Plans 
Under Way 

INAL plans for National Radio 

Week, September 22-28, are be- 
ing developed by the National Fed- 
eration of Radio Associations and the 
Kadio Wholesalers Association at 
this time. Numerous letters have 
been mailed to interested parties and 
such splendid response received that 
it is an assured fact that National 
Radio Week this year will be greater, 
better and further reaching than ever 
before. 

Members of the Radio Wholesal- 
ers Association are ordering quanti- 
ties of streamers, posters and seals 
for all of their retail outlets to dis- 
play in a proper manner, and local 
radio trade associations are re-creat- 
ing the week as National Radio 
Demonstration Week, particularly in 
New York City in cooperation with 
the Radio World’s Fair every retail 
outlet in the New York and metro- 
politan area is receiving streamers 
and posters to be used in calling the 
public’s attention to National Radio 
Demonstration Week. 

On the far west coast, the Pacific 
Radio Trade Association in San 
Francisco, is carrying on a_ huge 
campaign to bring radio to the at- 
tention of the public for this week. 
There is no public radio show in San 
Francisco this year, instead, all of 
the retailers are holding “open 
house” for the radio public, whole- 
salers are cooperating in the pur- 
chase of streamers and posters, spe- 
cial display sections are being run in 
local newpapers together with spe- 
cial broadcasts over the air. Radio 
sales will be given an added impetus 
in that locality through the observ- 


On June 5, 1920 


ance of this most important event. 

St. Louis, Mo., Minneapolis, 
Minn., Milwaukee, Wisc., Rochester, 
N. Y., Reading, Pa., and the Mid- 
west Radio Trades Association of 
Chicago, are some of the active radio 
trade associations that are promoting 
National Radio Week in their local- 
ities. Complete plans of the various 
association’s activities are now being 
prepared and will be released 
through the Executive Offices at an 
early date. 

The National Association of 
Broadcasters have officially endorsed 
National Radio Week according to 
announcement by Wm. S. Hedges, 
president, of Chicago. The National 
Association of Broadcasters is the 
organization of leading broadcasting 
stations throughout the United States, 
and their cooperation in observing 
National Radio Week will increase 
its importance immeasurably. 

Each day brings additional broad- 
casting stations and program spon- 
sors that are going to cooperate with 
the radio industry in observing Na- 
tional Radio Week. Thus far, many 
of the advertisers are sponsoring 
chain broadcasts over national hook- 
ups will make mention of National 
Radio Week in their announcements 
or will dedicate their program to the 
event and will create special features 
to make their program the most out- 
standing event on the air. 

At the last meeting of the board 
of directors of the Radio Manufac- 
turers Association at Niagara Falls 
on July 30, the board of directors of 
the R. M. A. officially adopted the 
following resolution: “That the Ra- 
dio Manufacturers Association, Inc., 
hereby endorses most heartily the 


aims and works of the Radio Whole- 
salers Association as the organiza- 
tion representing the interests of the 
jobbers and distributors of the radio 
industry and assures the officers and 
members of the Radio Wholesalers 
Association of its heartiest good 
wishes at all times and of its practi- 
cal cooperation, whenever the occa- 
sion offers, in the work in which 
the Association is engaged.” 

The last survey of supplementary 
lines being handled by the members 
of the Radio Wholesalers Associa- 
tion received such a favorable re- 
sponse from the membership that the 
executive offices are now conduct- 
ing a new survey among its member- 
ship. Many inquiries were received 
from interested wholesalers concern- 
ing handling of these allied products 
with the result that the executive of- 
fices were able to perform a very 
valuable service for many of their 
members. Since the original survey, 
last April, a large number of whole- 
salers have added new lines to their 
organization and in order that the 
latest information possible might be 
obtained and be available for distri- 
bution to the membership, the offices 
are making this additional survey. 

Complete information on the names 
of the different lines being handled, 
the names of the wholesalers han- 
dling such lines and the result of 
their experience can be obtained by 
membership in the Radio Whole- 


salers Association. 
*k * x 


New R. W. A. Members 
The executive offices of the R. W. 
A. announces the acceptance of the 
application of the Southern Hard- 
ware & Bicycle Co., Jacksonville, Fla. 
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WILL BE INTERESTED IN THIS ARCTURUS FEATURE 


LIFE-LIKE 





THIS HANDY CARTON 


— A pact, if. 


d mailer that requires no re-packing— 

a comp set of Arcturus Blue Tubes ready _ delivery 
with any radio receiver. The kits are easily identified by the black 
and blue design, similar to the well-known Arcturus Tube Carton. 
Ask your jobber for the details of the attractive Arcturus plan. 








TONE 





Whar do your customers expect from a radio set? 
Natural, Life-Like reproduction! 

That’s the feature you emphasize when you’re demon- 
strating a set; that’s the kind of reception every buyer expects. 

On the tubes you use depends the final success of your 
demonstration and sale. Tubes are the crux of the whole 
situation. 

Now Arcturus gives you, in the new air-cushioned package, 
a set of Arcturus Tubes especially selected for the designated 
receiver. With a complete set of Arcturus Blue Tubes in a ° 
radio, you know you'll get unusually clear, brilliant pro- 
grams, and you know that they will keep the set sold. 

The advanced design of Arcturus Tubes eliminates me- 
chanical background noises—every note, every word, comes 
in with a vivid Life-Like Tone. Satisfying performance is as- 
sured—and in addition the 7-second action that has made 
Arcturus Blue Tubes famous. 

And with this “radio insurance”, this new Kit offers you 
the most profitable merchandising idea in the industry. 

Your Jobber has a most attractive profit story for you. Get 
the details today. Arcturus Radio Tube Company, Newark, N. J. 


TRY THIS TEST—Next time you replace a com- 
plete set of tubes for one of your customers, put 
in Arcturus Tubes. Let the radio owner be the 
judge. He will instantly appreciate the quick 
7-second action, and the improved reception, 
the clearer reproduction, made possible by 
Arcturus Life-Like Tone. 


ARCTURUS ::::: 


‘The Tube with the Life-Like Tne’ 
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New Radio Products, Illustrated 











a 


ESIGNED for dry battery operation, the three new RCA Radiotrons, 

recently developed by the RCA Radiotron Co., Inc., Harrison, N. J., 
are said to be decidedly non-microphonic and to permit ample volume 
with battery service. The filament voltage for the new RCA Radiotron 230, 
left, may be supplied by either dry cells or a single cell storage battery. 
This unit may be used in circuits of conventional design as either a radio- 
frequency amplifier, a detector, or an intermediate audio amplifier. Num- 
ber 231 is so designed that a slight reduction in plate voltage will not 
cause undue distortion. The third of the new tubes is the screen grid 
RCA Radiotron 232, intended primarily for use as a screen grid radio- 
frequency amplifier tube. The control grid is electrostatically shielded from 
the plate by means of an extra grid placed between plate and control 
grid and operated at a suitable positive potential. The resultant reduction 
in plate to control-grid capacity makes high voltage amplification per stage 
practically without external capacity neutralization circuits. 





SPECIALLY designed for use 

in places where space is at a 
premium, the new DeForest short 
Wave receiver, put out by the 
DeForest Radio Co., Passaic, N. J., 
is unusually compact. The receiver 
weighs seven and a half pounds and 
is encased in a cabinet measuring 
five by six by nine inches. The tubes 
are inside the case, suspended from 
a sub-panel. Practically all the wir- 
ing is on the top of this panel, mak- 
ing for easy access. Coils may be 
procured for any desired length. 


EWELL pattern 209 tube checker 

has recently been brought out 
by the Jewell Electrical Instrument 
Co., Chicago. The instrument which 
consists of a Jewell pattern 88 direct 
current meter with six tube sockets 
in a case of molded bakelite, oper- 
ates on 50-60 cycle, 110-120 volt 
alternating current, and no batteries 
are needed. Two terminals, giving 
three volts, are provided for tubes 
that have heater terminals on top. 
A jack and suitable lead are pro- 
vided for a grid control connection. 
A vitrified porcelain resistor is sup- 
plied in the circuit large enough to 
prevent damage in most cases of 
short circuited tubes, but of a suff- 
ciently low value to avoid affecting 
the readings. This instrument is ac- 
curately calibrated to two ranges of 
10 and 50 milliamperes full scale. 











N ODEL 555 counter tube 
checker is being offered by 
the Weston Electrical Instrument 
Corp., Newark, N. J. It is said to 
operate direct from any regular 110 
volt A. C. 60 cycle lighting circuit. 
Variations in line voltage from 90 to 
130 volts are compensated for by a 
voltage adjuster mounted directly 
on the panel. All A. C. or D. C. 
tubes can be checked having fila- 
ment voltages of 1.5, 2, 2.5, 3.3, 5 
or 7.5 volts including ’80 and ’81 
types of rectifier tubes. A unique 
feature of this tester is that both 
plates of the ’80 type rectifier tube 
can be tested without the use of an 
adapter. 





TRIAD 
47-50» 


Bods tubes, types T-50 and T-81, 
have recently been put on the 
market by the Triad Manufacturing 
Co., Inc.; Pawtucket; Rf. These 
tubes are particularly used in sound 
amplifying equipment and on a test 
made recently, the tubes were run 
on life test for a period of over 1200 
hours at maximum output, without 
any change in characteristics, Type 
T-50 power amplifier is designed for 
use with power packs capable of 
producing 450 volts. T-81 is a half 
wave rectifier for use in A., B., and 
C. eliminators. 
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(This message to retailer is appearing in all radio trade and bussiness papers for September) 


eis ecemmend and install 





RADIO TUBES 


Their Rugged, Accurate Construction 
Insures Satisfaction 


Dealer profit is built into every Majestic Tube. 
Stronger, finer materials, greater testing accuracy, 
far lower gas content, longer-lasting power and 
tone— these mean satisfied users and profit to the 
man who sells this finer tube. 

Majestic Radio Tubes are built to give Majestic 
owners the very best in radio. Greater power and 
truer Colorful Tone than other tubes can give. A mil- 
lion Majestics are already equipped. Another million 
are waiting for tube replacements. 

Here is a real opportunity. A million Majestic- 
equipped homes waiting for service men to recom- 
mend Majestic tubes and get the profits that only a 
service-free tube can give. Half your selling is already 
done by Majestic tube advertising in newspapers 
and national magazines. The other half is easy. 

Find out today how much Majestic Radio Tubes can 
add to profits. Write or phone your Majestic distributor. 
Grigsby-Grunow Company, Chicago, Illinois. World's 
Largest Manufacturers of Complete Radio Receivers. 
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UNCONDITIONALLY GUARANTEED 
AGAINST MANUFACTURING DEFECTS 


RADIO TUBES 
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A middle west contractor 
who specializes in 
“convenience outlet” 

wiring 

claims that one of 

the things responsible 

for his success is 

“the use of quality materials.” 
“Satisfaction cannot be given 
with poor materials, consequently 
the best is always used. It 
always pays big dividends.” 
Forty-two years 

of satisfactorily 

serving the 

electrical trade 

has proven that 

our 

“Better Wiring Materials” 
will give 

“satisfaction” 

and always pay 

“big dividends.” 

Sell your customers those 
well-advertised products 
Xduct, Electroduct, Red Seal 
ABC, Loomflex, Loomflex Cable, 
Boxes and fittings 


American Circular Loom Company, Inc. 


233 Broadway New York, NLY. 


OFFICES IN PRINCIPAL CITIES 





The Electrical Supply Co., New Or- 
leans, announces the appointment of J. 
N. Roos as assistant general sales man- 
ager. Mr. Roos has had long experi- 
ence in sales work, having served 11 
years in various departments of this 
company. For a number of years he 
traveled in the territory and was later 
brought back to New Orleans and made 
assistant city sales manager. 





Pacific Association Holds 
Radio Show 
New radio products of all sorts 
and descriptions with their latest de- 


| velopments which were on display at 
the recent Atlantic City R. M. A. 
| Trade Show, were exhibited at the 


| Pacific 


Radio Trade Show and 
Western Music and Radio Trades 
Convention, held at the St. Francis 


| Hotel, San Francisco, July 1 and 2. 
| Besides the speakers’ program, the 











convention program included various 
musical and entertainment features. 


| Delegates from all over the coast 


were entertained at banquets, theater 
parties and revues. The committee 


| in charge of the show included: H. 
| R. Curtiss, chairman; George H. 


| Curtiss, secretary and show mana- 
| ger; A. H. Meyer, president of the 





| 


Pacific Radio Trades Association, 
Ernest Ingold, president of the West- 
ern Music and Radio Trades Asso- 
ciation; E. Lloyd Sutton; Harrison 
Halloway; E. A. Portal, and L. W. 
Yule. 


‘2 2 
Radio Industry Now 
Stabilized 
Commenting on the new model 


radios which will be exhibited to the 
general public in every part of the 


| nation during National Radio Week, 


| September 22-28, Harry Alter of the 
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YOUR 
COPY 


A. we * 
Ms \ 
ane) 
2 rik 


READY 
Send 


for it 


Now! 








% Lisenaad Under Ginend Electric Company's Facondeacemt Lamip Patents: 

















IS S ZLAMPS 














The new Sylvania Lamp Book is off the press. Write 
your name and address in the coupon we've provided 
and we'll see that you get your copy. 

You'll want the ideas this book contains. You'll want 
to know all the details about Sylvania’s new plans to 
give your dealers bigger lamp profits, through national 
broadcasting, backed by excellent intimate dealer helps, 
especially a great new kind of lamp merchandiser. 









LAMPS 


TRADE MARKS REG. U. S. PATENT OFF. 
Licensed Under General Electric Company’s Incandescent Lamp Patents 











eee ee ee es 





JS-9-30 
NILCO LAMP WORKS, Inc. 
Emporium, Pennsylvania 

Mail a copy of the new Lamp Book to 


2 | | Sean 0 
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Harry Alter Co., Chicago, and pre 
dent of the Radio Wholesaler Ass 
ciation and vice-president of 1 
National Federation of Radio Ass 
ciations, said, “Radical developmen 
or changes in radio have decreas: 
year by year, until now changes i: 


ale Ore st models consist mostly in new furni 


ture designs and slight improvement 


in radio construction. In my opinion 
Ls the engineering and production 01 
ILA 2é_ radio is stabilized to such a point 


that the public can buy without fear 
| of owning obsolete radio sets in 


CHALLENGE: ci year or two.” 


& sk ste 
*K * * 





Radio World’s Fair in 
September 

The most impressive and beautiful 
_radio exposition ever seen is prom- 
_ised by G. Clayton Irwin, Jr., gen- 
eral manager of the seventh annual 
Radio World’s Fair, to be held Sep- 
tember 22 to 27 at New York. Al 
though fewer radio manufacturers 
Radio dealers have been de- | has naw exhibits this peat, aaey wil 
manding of the tube industry: increase their individual space, so 
“Give us a screen grid tube that the entire exhibition space 


that will deliver consistent per- 
formance and cut down service 
calls.” 

We have responded with the 
de Forest Type 424 Screen 
Grid Tube and the perfected 
427 Audion. That we have 
successfully met the challenge 
of the trade is conclusively 
proved by the many glowing 
reports from radio manufac- 
turers, jobbers, dealers and 
service men. The greater de- 
gree of vacuum of these tubes, 
their rugged oxide-coated fila- 
ments, extreme sensitivity, uni- 
formity and demonstrated long 
life reveal them as the radio 
tubes your dealers have been 
waiting for. 

When your dealers push de 
Forest Tubes they are showing 
their customers that not only 
are they interested in the sale 
of a tube, but in what it does 
after it goes into the set. 


che Forest RADIO TUBES 
(AU DION S) 


de Forest Radio Company, Passaic, New Jersey 
Export Department: 300 E. 45th Street, New York City, U.S.A. 





within the Garden will be used again 
this year as in the past. Radio manu- 
facturers are facing the future with 


| confidence. They are indicating this 
| by their excellent exhibits at this 


fair. Trade show hours will be noon 
to 2 P. M., every day except 


| Monday. 


This radio world’s fair will be of 





Wayne Spinks, a radio leader of 
Memphis, presented a handsome wrist 
watch to Erle E. Hyde, formerly man- 
ager of the Memphis division of the 
Braid Electric Co., who now is manager 
of the newly formed Birmingham 
branch of this company. This presen- 
tation took place at a recent farewell 
meeting of radio dealers held in Mem- 
phis. The wrist watch signified the es- 
teem of the Memphis territory radio 
dealers. 
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wir MSGILL NEWS | 


Published Monthly by 


McGill Manufacturing Company, Valparaiso, Indiana 
to bring you friendly thoughts and news about 


Electrical Specialties of Quality. 


a. 
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Push this Rubber Handle Guard 
and It Will Push Your Profits! 





In Manufacturing plants, textile mills, machine 
shops, paper mills, garages, automobile plants, 
around houses — wherever men must need light 
in the dark corners, under, over and between 
machinery — there is a need for the McGill No. 
7000 Series Rubber Handle Portable. 








This new McGill Portable is made to stand the 
gaff. Step on the solid rubber handle; pound 
it with a hammer it will still be as good as 
new. Drop the guard onto the floor — the lamp 
will remain unbroken, 





Demonstrate the McGill Rubber Handle Guard 
to your customers. Show them how it will 
speed production; how it will cut out delays. 
Push this Portable and it will push your profits. 


ay 
3 Kinds of Salesmen 
There are three kinds of salesmen: 
First: The Featherweight 
Second: The Heavy Weight 
Third: The Just Plain Wait 


Persisteney Wins 


The most important principle in selling is per- 
sistency. One firm found that the salesmen 
closed 85 percent of their business on the fifth 
call and that only 12 percent of them were 
making the fifth call. It pays to keep everlast- 
ingly at it. 





Send a postal card today for the handy pocket 
edition of the McGill Catalog of Electrical Spe- 
cialties of Quality. It opens the way to extra 
profits. Address: McGill Manufacturing Co., 
Box No. 658, Valparaiso, Ind. 
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tretz-Moon 


Notice—The Threads 


Are Perfect! 


The threads on Fretz-Moon Con- 
duit are always sharp, clean and 
accurate. Careful inspection before 
shipment insures uniformity. Con- 
tractors that use Fretz-Moon Conduit 
know that perfect threads mean 
quicker easier work—and a saving 
of time and money and worry. 
Stock Fretz-Moon Conduit. 


Fretz-Moon Tube Company, Inc. 
Butler, Pa. 


RIGID 


CONDUIT 





unusual interest to the trade by 
reason of the establishment of an 
electrical section which will be occu- 
pied by manufacturers of electrical 
refrigerators products in about the 
same price range as radios, and other 
electrical goods. 

The annual New York Electrical 
Show is not being held this year, so 
electrical manufacturers who _ pro- 
duce household utility items are ex- 
hibiting at the Radio World’s Fair. 


* * * 


Salesmen—Your Customer 
Is Boss 
(Continued from Page 9) 


to be had in their territory. Of 


| course, the degree to which new busi- 


ness is at present available differs 
with the territory, but there is un- 
questionably a certain amount of it 
everywhere, and the best way to find 
it is by making a personal survey of 
your field. Whether the house has 
made one or not, it will pay to chart 
the entire territory, if possible buy a 
map or draw one, divide it in squares, 
number the squares and then study 
each square, list your possible cus- 
tomers and their probable purchases. 
You will be surprised how many new 
prospects an honest and thorough 
field survey will uncover, even if you 
observe the ruling and don’t nurse 
runts, 

Perhaps many readers will disa- 
gree when I refer to the customer 
as the salesman’s boss, yet it is true 
that the type, the number, the im- 
portance of a salesman’s customers 
determine his future — which func- 
tion generally is supposed to be the 
prerogative of a boss. His relation- 
ship to his house, the different de- 
partment heads, the clerks, yes, even 
the office boy, is based upon the type 
of his customers and the amount of 
business they represent. When the 
question of salary, changes in the 
staff, promotion, arises, his customers 
are measured to provide a measure 
of his worth. 

At every point his customers have 
a direct and vital influence on a sales- 
man’s future, and it therefore fol- 
lows that he must study the wants 
and whims of everyone of them. 

While, popularly, a salesman’s 
work is referred to in terms of shoe- 
leather, his success actually depends 
on how well he uses the other ex- 
treme of his anatomy—his head. 
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His Colt got the snake and won the 
friendship of Buffalo Bill 


Once when the West was young a 
stranger caught up with Buffalo Bill in 
camp on the trail. Cody greeted him 
gruffy, for in those days mutual 
strangers were naturally suspicious. 
Hurt by the scout’s cold reception his 
admirer started to prepare 
supper when he sighted a 
rattlesnake slowly crawling 
toward the figure of the 
famous buffalo hunter squat- 
ting over a cook-fire. Out 
came his Colt... he got the 
snake and won the friendship 
of Buffalo Bill. 


The West was full of such 
tales in its early days when 
COLT’S PATENT FIRE ARMS MFG. CO., 


Established 1836 





AND SO IS NOARK 


NOARK Safety Switches, Fuses and 
Cast Iron Boxes—lIndustrial plants. 


All NOARK products—Contractors. 


NOARK Meter Switches, Cast Iron 
Fuse and Service Boxes and Under- 
ground Distribution boxes — Central 
Stations. . 














OLT 
DARK 












the faithful Colt stood for protection. 
In this modern age, users of electrical 
equipment have Colt protection—in an- 
other form—but Colt protection just the 
same. Through the NOARK line of 
safety switches and meter protective 
devices, Colt is bringing to 
the electrical industry an old 
established line of products, 
strengthened by Colt preci- 
sion methods of manufac- 
ture. Watch-like methods 
of precision, made possible 
by Colt’s rare ability to man- 
ufacture things mechanical, 
assure to electrical users the 
highest form of protection 
and safety. 


Electrical Division, HARTFORD, CONN, U.S.A. 


Electrical Division 1886 












WINNING FRIENDS 


And the reliability, acceptability and 
Salability of the NOARK _line— 
Jobbers. 


Send for Catalog “F’ and detailed 
description. 


“The Rampant Colt,” an _ interesting 
publication, mailed on request. 
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JUST BECAUSE 
COLD WEATHER 


IS COMING.... 


Don’t think your fan. profits 
should drop below their summer 
par. 

There are no such things as 
“seasons” for fan sales. When 
the winter comes there are steam- 
ing restaurant kitchens, fume- 
laden industrial plants, stuffy bank 
vaults and elevators, etc., that need 
ventilation. The Diehl line meets 
this demand with fans for every 
ventilating need, all backed by 
sound quality and jobber coopera- 
tion. Write for literature and 
prices. 





DIEH 


LFANS 





Atlanta 








Boston 


DIEHL MANUFACTURING COMPANY 


Electrical Division of 


THE SINGER MANUFACTURING COMPANY 


ELIZABETHPORT, N. J. 


Chicago New York Philadelphia 












































ANTENNA ACCESSORIES 
Push Them NOW! 


ARE you getting an 








= 





Large Stocks! 

















assortment of KNOX Antenna 
Insulators and KNOX Lightning 
Arrestors into every order, now 
that radio time is here again? 
More and more radio fans are de- 
manding outside aerials for better 
reception. Have dealers stock 
KNOX—the insulators people are 
used to getting. 
WRITE FOR CATALOG 


Sold Only Through Jobbers 


KNOX PORCELAIN CORPORATION 
KNOXVILLE 


Prompt Shipments! 


TENNESSEE 























Why Jobbers Fail 
(Continued from Page 14) 


all is bound to be unduly speculative 
Market conditions inevitably becom: 
chaotic, and suspicion and distrust 
prevail. Competition has been made 
the foundation of business organiza- 
tion in this country. This has been 
done on the assumption that competi- 
tors would play the game cleanly and 
intelligently, and that the efficient 
would survive. The assumption is 
sometimes out of line with the facts. 
To the extent that this is true the 
system works badly and produces 
hazards for the reputable business 
man. Unfair competition and unin- 
telligent competition are both unde- 
sirable from the standpoints of every- 
one concerned. My aim has been not 
so much to present an array of un- 
questioned facts as to give you a set 
of personal observations which will! 
stimulate your thinking, and some of 
which will afford food for thought 
for certain jobbers. Some of you, no 
doubt, have achieved something ap- 
proaching perfection in management. 
But I hope that somewhere in these 
observations most of you may find a 
suggestion or two which will help you 
do a better job and improve trade 
conditions in your industry. 


* * x 


When the Customer Won’t 
“Play Ball” 
(Continued from Page 11) 


I not only enjoy fishing but from 
a dollar and cents standpoint the 
time spent in fishing brings mighty 
good results in sales. 

I like my customers and I have 
tried hard to be a personal friend to 
every one of them. That it has paid 
me is indicated by the fact that sales 
in this territory have doubled in a 
little over three years. 

I believe a salesman should do his 
best to “play ball” with every cus- 
tomer. But if .it can’t be done, as 
described in the case of . “Jimmie 
Boil”—then fire the customer. 


* *K Xx 


Graybar Office in National 
Capital 
The Graybar Electric Co., Inc., has 
opened a new branch at 712 Twelfth 


| St., N. W., Washington, D. C. This 


is said to be one of the most beauti- 
fully furnished and laid out branches 
of the Graybar organization. C. D. 
McClay is the manager. 
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HE National Lamp Works of the General Electric 
Company announces a thorough revision of its 
sales plan governing the sale of its famous product, 
General Electric MAZDA lamps, effective September I. 


The basic principles of the present sales plan will 
remain. Over a period of eighteen years, the essen- 
tial elements of this plan have proved fully equal to 
the tests of time and changing circumstance. It is 
the best plan of its type, but it can be made better. 
Needs for change have arisen, and from acquired 
experience and an anxiety to serve the trade, they 


have been met. Now they are announced. 


This new sales plan will be welcome to every 
element of the electrical trade. It offers more lamp 
business with the possibility of greater profit, not 
only to the jobber and his salesman, but to every 
branch of the MAZDA lamp business. So we step 
ahead together. 








GOOD NEWS for the 
JOBBER’S SALESMAN 


Consider the record of MAZDA lamps so far in a 
year that has not been kind to business generally. 
To date in 1930, MAZDA lamp sales equal those 
of last year, which was decidedly a peak year in the 
lamp business. Few items indeed have that fortunate 


situation to their credit. 


Consignment of stock, firm prices, a steady and 
intelligent demand for MAZDA lamps... . these 
factors have been instrumental in keeping a steady 
business steady. And with us prosper our agents, 


our jobbers and their salesmen. 
Now, in the midst of prosperity, General Electric 
MAZDA lamps bring their trade a new sales plan, 


destined to make a great business greater. Consult 
YOUR General Electric MAZDA lamp contact, im- 
mediately, for further details. 


It is a great lamp year! 


Join us in the General Electric program, broadcast every Saturday evening over a nation-wide N. B. C. network. 


GENERAL 


MAZDA 








ELECTRIC 


LAMPS 
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Cutler-Hammer Acquires 
Reynolite 

Effective August 1, 1930, the Rey- 
nolite Division of the Reynolds 
Spring Co., Jackson, Mich., became 
the wholly owned subsidiary of 
Cutler-Hammer, Inc., Milwaukee. 
This transaction brought into the 
constantly growing Cutler-Hammer 
line, the well known and widely sold 
Reynolite products; bakelite flush 
plates, plural plugs, etc. It is said 
that the Reynolite name marked the 
first flush plates molded of bakelite 
and today marks the most complete 
line of such plates in the world. 

a. 
Appleton Purchases Flood- 
light Projector Line 

The Appleton Electric Co., 1701 
Wellington Ave., Chicago, announces 
the purchase from the Natjonal Ap- 
pliance Co., Inc., Jackson, Mich., of 
the complete line of National flood- 
light projectors. This line hereafter 
will become a part of the Appleton 
line of electrical material. 

* * ok 


Claude A. Person with 
Armstrong 

J. B. Swan, Pacific Coast manager 
of the Armstrong Electric & Mfg. 
Corp., Huntington, W. Va., an- 
nounces the appointment of Claude 
A. Person as resident salesman in 
San Francisco with offices at 108 
Ninth St. Mr. Person, formerly 
with the General Electric Supply 
Corp., Oakland, will have charge of 
sales in northern California, while 
Roy Dryer, formerly with the Stubbs 
Electric Co., Portland, Ore., repre- 
sents Armstrong in the Pacific north- 


west. 
Sk 


Death Takes W. W. Patrick 

W. W. Patrick, a founder and di- 
rector of the Foxboro Co., Ince., 
Foxboro, Mass., and New York 
district sales manager for 22 years, 
died suddenly of pneumonia July 11. 
He was widely known in the instru- 





ment business and prominent in the 
Association of Scientific Apparatus 
Makers of America, of which he was 
a director and also chairman of the 
industrial instrument section. 
e-— «+ 

Curtis Offers Award for 
Lighting Accomplishments 

Curtis Lighting, Inc., Chicago, of- 
fers a certificate to the company and 
$500 in gold to the person in the 
company, showing the greatest con- 
tribution to commercial lighting in 
1930, under conditions provided. 

This award is aimed to give recog- 
nition to the individual, or individu- 


‘als, in any member power company 


of the National Electric Light Asso- 
ciation who contributes most to the 
advancement of electric lighting of 
interiors or exteriors of commercial 
and public buildings this year. 
Registration blanks may be secured 
from the Commercial Department, 
National Electric Light Association, 
420 Lexington Ave., New York City. 
Announcement of the winner will be 





made at the annual National Elec- 
tric Light Association convention. 
* * ok 


Anaconda Moves Office 

The Anaconda Wire & Cable Co. 
has moved to its new quarters on the 
32nd floor of 20 North Wacker Drive 
Bldg., Chicago. 


+ 


Triad Appoints New Factory 
Representatives 

The Triad Manufacturing Co., 
Pawtucket, R. I., has appointed new 
factory representatives as follows: 
Sam Rochester, 642 Cokesbury Ave., 
Baltimore, Md.; Bell & Co., 2362 
University Ave., St. Paul, Minn., 
and Jules W. Beneke, 1689 Arcade 
Bldg., St. Louis, Mo. 


* * * 


Robbins and Myers 
Announces Appointments 
Robbins & Myers Sales, Inc., 

Springfield, O., announces the ap- 
pointment of Thomas W. Quilter, 
as manager of the Atlanta office. 





The New York City distributors of the Colt’s Patent Fire Arms Manufac- 
turing Co., Hartford, Conn., were taken on a pilgrimage of the factory recently. 


In the rear row, left to right, are: 


J. A. Savage, electrical division at Colt’s; 


John Edds, Noyes Electrical Supply Co.; Wm. Cotter, production superintendent 
of Colt’s; W. Guerber of Cuny and Guerber; Joe DeVantry, Tidewater Elec. 
Co.; H. Geiger, Cuny and Guerber, and L. H. McClure, assistant sales manager 


at Colt’s. In the middle row are: 


P. R. Cornelius, Tidewater Electric Co.; 


George W. Maypother, manager of Colt’s New York office, and Judge W. Vogt 


of the Tidewater Co. 


The men in the front row are: 


J. A. Cella of Cuny and 


Guerber; C. H. Smith of Turtle and Hughes; E. Heidt of Turtle and Hughes; 
D. G. Phelps, manager of the electrical division at Colt’s; W. Bohling of 
the Tidewater Electric Co.; Ernest Eberlein, Noyes Electrical Supply Co., 
and Edward Ransom of Colt’s New York office. 
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Hotel Paxton, Omaha, Nebr. 
Architect—Jos. G. McArthur, Omaha. 


Electrical Contractor—Harry Binder. 





When electrical protection was 
considered for these three newest 
buildings in Omaha the choice 
naturally narrowed down to the 
finest and most dependable — 
TRICO Renewable Fuses. The 
logical reason for the excellency 
of TRICO performance is in 
TRICO construction—the 
powder-packed element; the short 
fusible strip making a short re- 
sistance path; the copper leads— 
all of which are conducive to 
time lag and reduced watt loss 
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General Contractor—Selden-Breck Const. Co., Omaha. 











New Faculty Building, Creighton University, Omaha. 
Architect—Leo A. Daly, Omaha. 
General Contractor—A. Borchman Sons, Omaha. 
Electrical Contractor—H. W. Miller Electric Co., Omaha. 





They Wanted the FINEST and Most Dependable 
and So the Honors Went Unanimously to 


TRICO 


RENEWABLE 


FUSES 


They’re ‘‘Powder-Packed”’ 

















Architects—Allan & Wallace, Omaha 
General Contractor—Peter Kiewits & Sons, Omaha. 
Electrical Contractor—E. C 





NEW! 


Another 
Outstanding 
TRICO Product 








K TUT eT K 


Clamp for 
Fuse Clips a Vise” 


Makes pressure con- 
tact between fuse 
and clips. Reduces 
resistance and pre- 
serves clips and 
fuses. Made in sizes 
“Locks Like to fit all clips. 








TRICO FUSE MEG. CO., 1004 McKinley Ave., Milwaukee, Wis. | 









Barker Building, Omaha. 







Zennett Electric Co., Omaha. 















Money-Saving Factors 


No Premature Blowings 

No Unnecessary Shutdowns 

No Oxidized Contacts 

No Charred Casings 

Copper-to-Copper Contacts 

Reduced Watt Loss 
Time Lag 

To secure. these 
money-saving factors 
the TRICO renewal 
element is designed 
with the thought of 
performance in mind 
rather than inter- 
changeability of 
links; and the prac- 
tical buyer prefers 
performance. 


And they cost 
no more 


than other makes 
of renewable fuses. 





Approved by 
Underwriters 





REG. U. S. PAT. OFF. 
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Points Sell Electric 


Percolators @ 


Speed—Empire Electric Percolators are 
the fastest on the market. They start 
percolation in one minute. 


Beauty—Built in “Loving Cup”, “Urn 
Shaped”, “Paneled” and many other 
attractive designs—with highly polished 
finishes and black ebony handles —Em- 
pire Percolators are unmatched for true 


beauty. 


Flavor—The Empire patented valveless 
pump forces the water entirely through 
the coffee, extracting its full flavor and 


aroma. 


Quality—The construction of Empire 
Percolators is the finest—including such 
features as seamless drawn bodies, 
welded spouts, and emersion-type heat- 


ing elements. 


Complete Line—Empire builds the most 
complete line of electric percolators— 
ranging in size from 2 to 12 cups— 
nickel plated copper or aluminum. 


Price—Popular prices and liberal discounts 
make Empire Percolators highly profit- 
able for the dealer. Write for the special 


folder and prices. 


METAL WARE CORPORATION 


Sales Offices: 
New York 
Chicago 
San Francisco 


General Offices 
and Factory: 


Two Rivers, 
Wis. 


Strobel-Wilken Co.,Inc. John H. Graham & Co., Inc. 


SOLD THROUGH JOBBERS 





New Representatives for 
Triad 
The following new representatives 
were recently appointed by the Triad 
Mfg. Co., Pawtucket, R. |.: South- 
eastern states, Murphy Co., with of- 
fices in Atlanta and Washington ; 
eastern Pennsylvania and southern 
New Jersey, Paragon Electric Sales 
Co., Philadelphia, Charles Fryberg 
and James B. Evans; Iowa, H. K. 
Taylor, and New Hampshire and 
Vermont, J. E. Watts. 


* * x 


O. H. Young at Edison Lamp 
Home Office 


©. H. Young, formerly merchan- 
dising and sales promotion specialist 
for the New York district of the 
Edison Lamp Works, recently was 
transferred to the home office of the 
company at Nela Park, Cleveland, 
where in his new position as special 
liaison between the headquarters and 
field organizations, he will devote 
himself to problems involving a 
closer coordination of activity be- 
tween the two groups. 

L. M. Smith of the New York of- 
fice will take over the major portion 
of Mr. Young’s former duties in 
that district. 


Two Kokomo Firms Merge 

A merger which became effective 
July 1, uniting the Kokomo Stamped 
Metal Co., Kokomo, Ind., with the 
Kingston Products Corp., of the 
same city, has recently been an- 
nounced. It is expected that the 
merger will bring better designing, 
engineering and production facilities 
to both companies. The Kokomo 
Stamped Metal Co. will be known as 
the toy division of the Kingston 
Products Corp., and will continue in 
the production of electric toys. John 
L. Reuss, formerly general manager 
of the Kokomo Stamped Metal Co., 
will assume charge of sales and 
advertising of the new toy division 
of the Kingston Co. 


New Director at DeForest 


Announcement has just been made 
by James W. Garside, president of 
the DeForest Radio Co., Passaic, 
N. J., of the election to the DeForest 
board of Herman Starr, vice-presi- 
dent of Warner Brothers Pictures 
and president of First National Pic- 
tures. Mr. Starr was elected at a 
special meeting of the DeForest 
board. 





M. P. Andrews of RCA Victor, Inc., New York, insisted on being collegiate 
because he just signed an order for a carload of radio sets and decided he would 


buy a new hat. 


J. E. Love of the H. C. Moran Co., Pittsburgh is on the right 


of Mr. Andrews and N. P. Catlet of the Charleston Electrical Supply Co., 


Charleston, W. Va., is on the left. 
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In ROMEX 


— every 
construction 


feature is 
a strong 


selling point 








Look at the RomeX features — 
each a story in itself. It is light, 
flexible, easy to run. It slips 
through holes in studs or joists, 
or fastens with a few simple 
straps. No special fittings needed. 





See how easy RomexX is to strip. 
The ripcord opens the strong, 
non-metallic sheath as fast as it’s 
pulled. The tough, kraft tapes 
practically unwind themselves. 
Connections are easy to make. 


RomeX has practical, selling 
features that appeal to contrac- 
tors the moment you point them 
out. RomeX does its job as no 
other housewire can. 





Convince yourself that RomeX 
is easy and profitable to sell. 
Know its selling features. Send 
for sample, and informative book- 
let that explains RomeX fully. 














GENERAL CABLE CORPORATION 


EXECUTIVE OFFICES: 420 LEXINGTON AVENUE, NEW YORK - OFFICES IN PRINCIPAL CITIES 


oO 


























eee 
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STANDARD FOR RESIDENCES, SMALL APARTMENTS, ETC. 


KILLARK 


BlueBell 


DOOR BELL 
TRANSFORMERS 





Fifteen years on the market and over a million in use 
indicate the popularity and real merit of Killark “BlueBell” 
Transformers. They are finely made and covered by an 


unlimited guarantee. 


Uses next to nothing in current. 


Underwriters Laboratories. 


No “BlueBell” has ever worn out. 


Listed as standard by 


Consult your Killark Resale Price Sheet 
for prices, carton quantities, etc. 


Killark Electric Mfg. Co. 


3940 EASTON AVE. 
\_ 


ST. LOUIS, MO. 


i 

























k. MERSON service can take 

~ care of your dealers’ un 
usual requests, too. The Emerson 
line of includes 
DC and odd frequency types— 
interchangeable with standard 
AC types, mounting plates and 
principle dimensions the same— 
for immediate delivery. 


stock motors 


Do your dealers know this? 


EMERSON 
MOTORS 


is, 6 OC - SPLIT PHASE 













Frequency 
Stock 


Miotors 
¥ 











THE EMERSON ELECTRIC 
MFG. CO. 
2018 Washington Ave., 
Saint Louis 
806 W. Washington Blvd., 
Chicago 
155 Sixth Ave., New York City 








0) Oh id 5, Go) ORD (9 0) ol OB Bie) CODD, 
START INDUCTION 






I 





directors’ meeting. 
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| Kulp Lamp in New Location 


The Kulp Theft Proof Lamp Co 


| office is now located at room 822. 


20 N. Wacker Drive Bldg., Chicago. 
* * * 


Personnel Changes at 
Beardsley & Wolcott 


R. W. Reid, formerly assistant 
general manager of the Taft-Pierce 
Co., Woonsocket, R. I., was appointed 
vice-president and general manager 


_of the Beardsley & Wolcott Mfg. 
_Co., Waterbury, Conn., at a recent 


a 


R. W. Reid 


Mr. Reid suc- 
ceeds C. E. Beardsley, formerly 
president and general manager, who 
resigned. 

Rowley W. Phillips, secretary of 
MckKesson-Robbins Co., was re- 
elected secretary. Francis W. Phil- 
lips succeeds Mr. Beardsley as 
treasurer and Emii Mannweiler of 
the Eastern Malleable Iron Co., was 
elected to the board of directors. 

. 2 


Bussman Announces New 
Super-Lag Fuse 

The Bussman Mfg. Co., St. Louis. 
has introduced its new “Buss” super- 
lag fuse which, it is claimed, will 
blow safely on short circuits, 
promptly on dangerous overloads 
and still not blow every time a harm- 
less overload occurs, lag plates are 
attached to the center of the link. 
The extra reduced section in the 


| center is provided so that these lag 


| capacity of the link too much. 


plates do not increase the carrying 
As a 


| result the lag plates serve only to 


conduct away and temporarily store 
some of the heat generated in the 
weak spot, so that it takes a longer 
time to get the weak spots heated 
sufficiently to blow. 
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Just around the Corner - bul 


ComtnY “Up fast 
....ts the Fall 
Lighting Season 





HE Fall season opens up new avenues for new industrial 
lighting business. Industry is speeding up. Factories and mills 
are remodeling to take care of new production demands. Retail 
stores are shifting departments to meet new public buying de- 
mands. All this means more lighting and better lighting—and 


increased possibilities for the sale of new lighting equipment. 


New Ivanhoe Aluminum High Ivanhoe is ready to help you gain increased volume through 
Mounting Unit, B-Heel Type 


the sale of Industrial Lighting Equipment with many new develop- 
ments for new installations, for remodeling, and for replacements. 
New innovations have made the Ivanhoe line the most com- 
plete ever offered—a line that has equipment to meet every 
Industrial lighting requirement. 
Here are just a few of the many new features that have been 


added to the Ivanhoe line: 


Se eel 


New Ivanhoe Glassteel Diffuser —New Inspection Unit 
—Protective cover rings 
—Shock proof sockets 


—Vapor proof units 


Now is the time to speed up sales of lighting equipment. Arrange 
for as many trial demonstrations as you possibly can. Volume 
New ivendtiia die ae and profit build up fast with Ivanhoe Industrial and commercial 
Movating Unit, Tnguaen tam equipment. And remember, all our resources and experience 


are behind you. 





Ivanhoe Division of THE MILLER COMPANY, Meriden, Conn. 
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KIRKMAN 


IFW SIE 


Sell Good 


Fuses 
Packed 5 in a box 


Unirorm reliability — explains why 
many of the largest lighting companies in 
the country use K-E Fuse Plugs. 18 years 
of specialized manufacture have developed 
these quality fuses. They will not blow 
from momentary But they 
always protect — blowing, and “showing 
when they blow,” if the load is too great. 
Ask for sales helps. Write KIRKMAN 
ENGINEERING CORP., 1 Dominick 
Street, New York City. 


overloads. 


Enclosed Fuses Automobile Fuses 
Fuse Plugs Link Fuses Special Fuses 





IFW SIEX 


_tadio and electrical supplies. 





| Co., New York. 


| Signal Electric 


A. J. Maschauer, special field repre- 
sentative for S. Robert Schwartz & 
Bro., New York, was awarded the three 
consecutive first prizes of the com- 
pany’s sales organization for the great- 
est number of points on sales during 
the months of January, February and 
March of this year. Mr. Maschauer 
has represented his firm for the past 
two years, covering seven states and 
the District of Columbia. He is a firm 
believer in the value of early and late 
calls, filling each working day with 
effective and consistent calls. 





Edward R. Fiske Organizes 
Company 


Edward R. Fiske, who, during the 


past 11 years has been identified with 
the radio and electrical industry has 
formed a merchandising corporation, 
the Fiske Factors, Inc., 315 Fourth 
Ave., New York, for the selling of 
The 
territory covered by the new com- 
pany is the metropolitan area and 
New Jersey, north of and including 
Trenton. Mr. Fiske recently re- 
signed from the post of general sales 
manager at the Gold Seal Electric 
Prior to this he 
was assistant sales manager of the 


| Ceco Manufacturing Co., Providence, | 
223 


* * * 


Holds Annual 
Picnic 


The Signal Electric Manufactur- | 


ing Co., Menominee, Mich., was host 


| to more than 1,000 guests including 
| . oqe a 

| employees, their families and friends 
| at its annual picnic, June 28, held at 


KIRKMAN 


John Henes Park, Green Bay, Me- 
nominee, Mich. The weather was 
ideal and the outing was a great 


success. 





Compare! 


ee eee ee 
THE “ACE” 


Electric Time Switch 
with all others 
combined 


14 POINTS—many of 
which are not found 
in all other switches 
combined 


1 Universal Motor made by ‘‘Dumore”’ 
winds the clock and throws the switch 
at the same time. Runs on A.C. or 
D.C. 100 to 130 volts, any cycle up 
to 60. 

2 Clock will run 48 hours with current 
off. 


3 Has a 12 hour dial and hands in addi- 
tion to 24 hour dial. 

4A patented compensating regulator in- 
sures accurate time keeping within 
temperature range of 110 degrees. 

5 Guaranteed to trip within 15 seconds 
of time set. 

G6 Trip hands can be set as close as ¥% 
hour apart and clocks can be furnished 
with 2, 4 or 6 hands on 24 hour dial. 

7 Mechanism can be tripped by hand 
or by any number of push button 
switches located anywhere in the con- 
trol circuit without interfering with 
the automatic operation of the clock. 

8 Each trip hand has its duty to per- 
form and will not trip the mechanism 
unless the switch is in position to be 
tripped when hand passes. 

Q Indicate position of switch 
times. 

10 Clock hands can be turned forward 
or backward without interfering with 
trip. 

11 Clock will not overwind regardless of 
how many times it is tripped by hand. 

12 Made in regular on and off types, also 
in 2 and 3 circuit types for apartment 
house hall lights, etc. 

13 Any one of the three units can be taken 
out for cleaning, oiling or replacement 
without disturbing the others or with- 
out removing case from the wall. 

14 Fully guaranteed by the Reliance 
Automatic Lighting Company, makers 
of time switches for 21 years. 


RELIANCE 


Automatic Lighting Co. 


Racine, Wisconsin 


at all 
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The Bridge.le 






Your desire is to have 
greater sales volume. We 
want to help you make 
your sales larger and have greater margin of profit. 


The Standardized Line of € Panelboards gives you 
the opportunity to do real selling. By knowing how and 
helping your customers with their panelboard problems 
you gain friends and usually get the order for staples 
as well. 


Learn all you can now about the definite ad- 
vantages of & Panelboards. Ask the @ man 
about them. 


Frank Adam 


ELECTRIC COMPANY 






ST. LOUIS 
Apants, So Ga. CINCINNATI, 1 oy Le Speman. CALIF. Onganiae jinee. SAN Francisco, CALIF. 
E. F. Sch =. Zinsmeyer, eming, Sie tie 
64 Cone St., N. W. 44 East Third St. 1127 S. Wall St. 213 S. 12th St. ies Jen Atte, 
BALTIMORE, Mp. oe TENN ( : me 
Wolfe-Mann Mfg. Co., ay or B. Rutledge, 7 eo .. SEATTLE, WASH. 
312 S. Hanover St. 1814 Allen Bldg. 263 Monroe Ave. 610 Richmond Ave Elec. Ene. Sales Co 
Boston, MAss. MINNEAPOLIS, em. P Pa i i Pr 
437 Cassidy, . Deven, CeO. tne oF iH. Cooper Ex. Bldg. . yy oe Tutsa, OKLA. 
ongress St. 1940 Blake St. 244 North 10th St. P. E. Ebersole. 
BUFFALO, N. Y Ney paieclice: La. 214 S. Victor St. 
s > ~ , > 
108 eee yO 203 Natchez Bldg. . ig ny ee Toronto, Can 
“i : : 2683 Wabash Ave. cw You NatchezSts. 319 Third Ave. Amalgamated Elec. 
HICAGO, ILL. NEW YorK Co., Ltd. 
Major Equipment Co., Kansas City, Mo. Fred Kra St. Louts, Mo. Gen. Sales Office, 


Robert Baker, 182 North Tith St. O. H. Rottman, 370 Pape Ave., 


ne. 
4603 Fullerton Ave. 19 E. 14th St. Brooklyn 3650 Windsor Place 11 Charlotte St. 





oe 2s ee 








VANCOUVER, CAN 


es Elec 
ra 
G ae “vs land 


WINNIPEG, MANn., CAN 
Amalgamated Elec. 
Co., Ltd 
677 Notre Dame Av 


HAMILTON, ONT 
Amalgamated Elec. 
Co., Ltd 
57 John St., N. 
MONTREAL, CAN. 
Amalgamated Ele 
Co., Ltd 
1006 Mountain St. 


rHE INDUSTRY 


reater Sales 
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As a night light in the home 
—the new 2 watt | 
NEON GLOW LAMP 


NIQUE, extremely economical, the new 2 Watt | 

Neon Glow Lamp has almost unlimited uses— | 
as a night light in the home—a stroboscopic lamp in | 
industry. Radiates from unbreakable metal disk— | 
no fragile filament to break. Burns thousands of | 
hours—and less than 5¢ worth of current a month! | 
Fits standard socket. Operates on 110 Volts A. C. 
or D. C. 

This new Neon Glow Lamp has many uses in the | 
home—in the bathroom, at head of stairs, in the 
garage, over house numbers, etc. Write for complete 
details—and the remarkable sales and profits pos- 
sibilities of this new Neon Glow Lamp. General | 
Electric Vapor Lamp Co., 891 Adams Street, | 
Hoboken, N. J. 


Join us in the General Electric Hour, broadcast every 


Saturday evening on a nation-wide N. B. C. network, 


GENERAL QB ELECTRIC 
VAPOR LAMP COMPANY 


ly CO Hewill Electric Company 
d§lac G. E. V. L. Co., 1930 (Formerly sad —_ eee p y) 


New Radio Manufacturer 
in Dayton 

The Dayton Scientific Corp., 12-20 
North Jefferson St., Dayton, O., has 
recently been incorporated to manu- 
facture radio receivers and electrical 
devices. Oscar H. Hulberg heads the 
new firm; H. L. Burns is vice-presi- 
dent and treasurer, and George F. 
Holland is secretary. One of the first 
products of this corporation will be a 
short wave receiver suitable for the 
use of the non-technical trade and 
will be sold through distributors. 


x Ok OK 


National Lamp Works 
Begins Campaign 

To place at least one additional 
portable lamp in each wired home is 
the objective of the “Add-a-Light” 
campaign, a cooperative activity 
sponsored by the National Lamp 
Works, Cleveland. While a_ con- 
servative estimate places the average 
for portable lamps per home at nine, 
the average home now has three 
portable lamps. The size of the mar- 
ket is evident. Nevertheless, 5,000,- 
000 portable lamps have been sold in 
each of the past five years. This has 
been without the concerted effort of 
all interested. Now that manufac- 


| turers are bringing out new lines, 
_and now that absolute cooperation is 


VAD) 


REFLECTORS > 








Outdoor Illumination bringing 


STEADY BUSINESS 


The new Quad No. 55 Support Combination 

with No. 1165 V 200 W Reflector, Porcelain 

Enameled, is the latest development in the > 

alert, up-to-the-minute “Quad” Line. 

Because of the efficient illumination which it gives over 

a wide area, ease of installation and economy of main- 

tenance in outdoor lighting this Quad Combination has 

sprung into instant favor for use on Barbecue Stands, 

Outdoor Parking Spaces, Miniature Golf Courses, Used on dae 

Car Sales Lots, Skating Areas, etc. circular of this 
new item or a 


When your customer says “Hurry” wire Quadrangle sample to show 
your alert 


Quadrangle Manufacturing Co. timers." "Money. 


ciate maker for fall 
26 S. Peoria Street Chicago, Illinois business. 








assured in a nation-wide campaign, 
the fulfillment of the objective does 
not seem at all beyond reason. 





William S. James is now vice-presi- 
dent in charge of sales at the Visual 
Demonstration System, Inc., Buffalo, 


| N. Y. Mr. James has been actively 


| engaged in the electrical jobbing busi- 


ness for 30 years, several years as 


| sales manager for L. A. Wooley, Inc., 


Buffalo, N. Y., and more recently sales 


| manager for the Falls Equipment Co., 


also of Buffalo. 
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CEILING 
| P ULL SwitcH: 








Cat. No. 


Description ¢ + 





5020 
5021 
5022 
5023 
5024 
5025 


Double-Pole “” ” 
a Wey .. * 
“Wa... °° 9 
tt. * * 
ts. 


Single -Pole with 3!” Cover 





5026 
5027 
5028 
5029 
5030 
5031 





Single-Pole with 4” Cover 
Double-Pole “ “ ” 
Be ca -  # 
4Wey .. © * 
oom =. ° * * 
a." * * 











IELEGTRIG DIVISION 


THE ARROW —HART & HEGEMAN ELECTRIC Co. 





















RROW 



















For pipe jobs in factories, workshops, garages, | | 
warehouses—all industrial buildings modern or 

modernized. . . This new Combination brings 

together your ARROW Switch mechanism and 

Outlet Box Cover. Brings them ready-assembled into 

your customers’ hands. Right in line with the trend in 

many localities to restrict industrial wiring to pipe jobs. 

And in line with ARROW'’S aim to simplify wiring. . . . 

ONE UNIT for switch and outlet box cover means quicker, 

handier installations; replaces two stock items with one. Switch 

cover held by one screw in center; easiest possible assembly. 

Combination comes made up with 34” or 4” cover. Let your 

customers “in” on this new convenience so they'll have their re- (| 


quirements in hand for the Fall business. > > > + | 





HARTFORD,CONN. 





84 THE JOBBER’S[~JSALESMAN 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 








New Electrical Products, Illustrated 








HE Trumbull Electric Manufac- 
. turing Co., Plainville, Conn., 
( De has placed on the market combina- 
tion range and meter service 
: switches with accessible fuses and 
ae te . test connections. These are 
TRUMBULL mounted on a single slate base. 
| 2 i Other features of the switches are: 
u J The fuse cover is interlocked with 
| the switch handle; the third wire 
| ‘ for range circuit is taken from a 
neutral terminal at base of switch; 
it is equipped with shutters con- 
taining twistouts; can be used for 
two or four circuit enclosed branch 
cutouts; branch circuit cutouts are 
attached by means of one screw 
through 3% in. knockout opening in 
the center of the meter service 
switch end plate. 


EFFERSON Electric Co., Chi- 

cago, announces the new Jeffer- 
son Fuse Wrench for tightening 
and loosening the caps of ferrule 
type renewable fuses. This wrench 
consists of a comfortably-sized hard 
wood handle with a hole in each 
end, both of which contain a hard- 
ened strip for engaging the slot in 
The fuse cover is interlocked with 
250 volt, one to 30 ampere size and 
the other end 250 volt, 35 to 60 








A NEW line of competitive type 
removable ring porcelain recep- 
tacles has been announced by the 
Arrow Electric Division of the 
Arrow-Hart & Hegeman Electric 
Co., Hartferd, Conn. This line is 
comprised of Nos. 7718 with screw 
terminals; 7720 with concealed ter- 
minals; 7721 with No. 14 wire leads, 
and 7722 with No. 18 wire leads. 








model of the Trimble 
automatic toaster, 
two slices of any 

automatically, has 
production by the 
Trimble Manufacturing Co., Chi- 
cago. Pressing down one lever 
turns on the current and starts the 
timing mechanism, but the timing 
can be changed during the toasting 
operation if desired. Also, the door 
can be opened for inspection while 
toasting is in progress. without 
turning off current or stopping the 
mechanism When the toast is 
done, the door is automatically 
opened. 


NEW 

two-slice 
which toasts 
shape or size 
been put into 


INNED splicing sleeves for 

stranded conductors have been 
put into production by the H. B. 
Sherman Co., Battle Creek, Mich., 
exactly according to the carefully 
prepared specifications recom- 
mended by the N. E. L. A. commit- 
tee. These sleeves are accurately 
made from pure copper by means 
of new precision tools exactly 
suited to the manufacture of splic- 
ing sleeves. The product is said to 
be free from burrs. The tensile 
strength is sufficient so that when 
properly soldered, the wire will 
break before loosening in the 
sleeve. Tests show that there is no 
tendency to over-heat. This sleeve 
can be used on either round or sec- 
tor shaped cables, and can be very 
tightly clamped before soldering, 
because of the dead, soft anneal. 


ampere and 600 volt, one to 30 am- 
pere. To tighten or loosen the cap 
on a fuse, it is inserted into the 
proper end of the wrench, and the 
tool turned. 








A PUPLEX flush receptacle is 
announced by The Bryant Elec- 
tric Co., Bridgeport, Conn. This 
receptacle is made of brown bake- 
lite; bosses have easy finding ribs; 
depth is only 2349 in.; plaster ears 
are of distinctive design and integral 
with the yoke; and two extra large 
—No. 8—binding screws are pro- 
vided in each side wiring terminal 
which last feature makes this No. 
4832 receptacle a conecting block as 
well as a convenience outlet, putting 
it in a class by itself, 








N electrically-wound time 
switch, manufactured by San- 


gamo Electric Co., Springfield, III, 
is said to be independent of current 
interruptions up to 18 or 20 hours. 
‘Time switches can be used for street 
lighting, flood lighting, ventilation 


control, airports and many other 
purposes. The Sangamo time switch 
can be set for opening and closing 
a circuit in 24 hours or as often 
as every 15 minutes. It is made in 
single-pole and double-pole, single- 
throw and double-throw in both; 
in A.C. 115 and 230 volts, and also 
D.C. 115 and 230 volt. 
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QUALITY s PARAMOUNT! 








a — 


Economy Fuse & Mfg. Company 


CHICAGO, U.S.A. 
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New Electrical Products, Illustrated 








5) 


No. 1020 
Keyless 
Recept. 


we 


No. 1008 
Hanger 
Assembly 





a” easily installed show 
window lighting outfit 
for wiring both large and 
small show windows has re- 
cently been introduced by 
the Wiremold Co., Hartford, 
Conn. The new outfit is 
installed and assembled in 
the regular way from regu- 
lar Wiremold and is designed 
to accommodate all standard 
make reflectors. 





YPE WkK-55 outdoor 

safety switch, designed to 
meet the outdoor requirements 
of railroads, mines, shipping 
vards and so forth, has been 
put into production by the 
Westinghouse Electric & Mfg. 
Co., East Pittsburgh, Pa. A 
drip cover of special cadmium- 
plated steel is provided, which 
permits water to drip clear of 
the switch. Cast iron cad- 
mium-plated fittings are pro- 
vided which together with 
gaskets are bolted to the drip 
cover and box; the top cast 
fitting has two threaded open- 
ings and the bottom cast fit- 
ting has one threaded opening 
which insures water tight 
joints for conduit. The base 
is made of ebony asbestos 
which has a high dielectric 
strength, is non-moisture ab- 
sorbing and durable. All cop- 
per parts are tin-plated to 
prevent corrosion. 








NEW series of modernistic 

lighting fixtures with appro- 
priately designed and decorated 
glassware is being offered by the 
F. W. Wakefield Brass Co., Ver- 
milion, O. The fixtures are offered 
in three types—chain suspension, 
semi-rigid suspension and ceiling 
type—each in three sizes for lamps 
ranging from 100 to 500 watts. The 
standard finish of the fixture is egg 
shell bronze with matt aluminum 
overlay, while the glassware carries 
harmonious’ buff-toned decoration 
on alternate facets. Screwless hold- 
ers of the toggle type are provided 
with fabric gasket and screw-collar 
locking device which renders them 
dustproof. 














EARDSLEE Chandelier 

Mfg. Co., Chicago, an- 
nounces “Beaco” 70, a new 
line of commercial lighting 
fixtures especially suited to 
stores, public buildings, 
banks and schools. Several 
interesting features of the 
new line are: reduced instal- 
lation cost; straight hanging; 
perfect adjustment of glass 
and ventilation, regardless of 
size lamp used, and a novel 
fastening which facilitates 
detachment of the glass for 
cleaning and re-lamping. 





LEAD-IN & 
GROUND WIRE 





NEW rubber insulated lead-in 

and ground wire has been de- 
veloped by the Belden Manufactur- 
ing Co., Chicago, which is said to 
eliminate the need for laboriously 
cleaning each wire of stranded cable. 
“Belden easy strip lead-in wire,” as 
it is called, strips clean and solders 
without further effort. 








nM URReeirne  BRgR 
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MURRAY 


a es ey SAW Sh Os 5 OO 


Mazda Lamp Agents Hold 
Merchandising Conference 

The three day annual merchandis- 
ing conference of the Edison Lamp 
Works, held at Nela Park, August 
6, 7 and 8, was attended by Edison 
Mazda lamp distributors from all 
over the country. The suggestions 
made were practical and_ usable, 
rather than vague theories. All the | 
sessions were marked by enthusiasm. 

The delegates were welcomed by | 
E. E. Potter, general sales manager, | 
after which A. F. Osborn, of Batten, | 
Barton, Dustine & Osborn, New | 
York advertising agency, spoke on | 
“The Customer's Side of the Elec- | 
trical Business.”’ A. L. Powell, east- | 
ern manager of the engineering 
department, talked on “New <Appli- 
cations of Lighting.” 
x * Ox 
Albert Shaw with Wagner | 
Corp., St. Louis | 

Wagner Electric Corp., St. Louis, 
announces the addition of Albert 
Shaw to its Salt Lake branch office 
sales force. Mr. Shaw is a well- 
known mining engineer. He served 
as superintendent of one of Utah’s 
coal mines, from which he just re- 
cently transferred his activities to the 
Wagner Electric Corp. Mr. Shaw 
will specialize on coal and metal min- 
ing industries throughout the Salt 
Lake branch office district. 














GRAMERCY SQUARE APARTMENTS, 19th St. and Irving Place, New York 
UNIT ELECTRIC CO., Inc., Electrical Contractors ! ; 


ape 7 & METROPOLITAN 
Our old friend Edward J. Jeep has DE I E i RPORATION | 
been representing the Habirshaw Cable V ( | ( ) | 


& Wire Corp., with headquarters in St. 


pe is well known to the 1250 ATLANTIC AVENUE 


trade having spent many 


years ¢ he wholesale end with Com- ; 
ia Kaine aes pie 7 B R O O K LYN = N E W ¥ © R K 
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“Ie has a grip like its namesake” 








Biill Dag * 


Split Knobs 


Tuese are 


the safe, approved 
knobs for all types of 
residence wiring. They 
mean better jobs at no 
added cost. Bull Dog 
Split Knobs, together 
with Illinois Porcelain 
Tubes, Cleats and 
Solid Knobs form a 
complete line of stand- 
ard porcelain. 


Sold Through Wholesalers 


Illinois Electric Porcelain Co. 


Macomb, Illinois 











| 
| 
| 
| 


H. E. Johnson joined the Burgess 
sattery Co., Chicago, as district sales 


| supervisor of the Chic ago territory. He 
| was formerly president of the Standard | 


Electric Sales Co., Chicago, and prior to 


that, southwestern representative of the | 


American Electrical Heating Co., De- 
troit. 


Smith Radio Corporation to 
Handle RCA Products 





The Smith Radio Corp., 


ucts of the RCA-Victor Co., 
division. The main office and ware- 


house of the corporation will be lo- | 


cated at 331 W. Main St. A branch 
office will be opened at Evansville, 


| Ind. Edward W. Smith, president | 


of the corporation, has served for 


| the last 13 years as vice-president 
| and director of sales of the Tafel 


Electric Co. and is vice-president of 
the Louisville Radio Trades Asso- 
ciation. 

* * Ok 


Radio Distribution Plan of 
General Motors 


The entire sales and service of the 
new “Delco” automotive radio, man- 
ufactured by General Motors, is 
to be handled by the national organi- 
zation of United Motors Service, ac- 
cording to announcement at Detroit 
by Ralph S. Lane, president and gen- 
eral manager of United Motors. 
This is the first authentic informa- 
tion regarding the marketing plans 
for this radio, which has been devel- 


| oped by General Motors. 


The control branches of United 
Motors Service are now surveying 
their respective territories prepara- 





SHERMAN 
HEAVY DUTY 
SOLDERING 











Louis- 

ville, Ky., has been appointed dis- | 
| tributor in Kentucky, Southern Indi- 
| ana and southern Illinois for prod- 
radiola | 








A complete 
line, correct 
in design to 
meet every 
heavy duty 


Just what the name implies. 
Made of extra heavy pure cop- 
per tubing. SHERMAN Heavy 
Duty Soldering Lugs are made 
exactly to specifications prepared 
by the N. E. L. A. committee— 
designed by able engineers. As 
the world’s largest makers of 
electrical connectors, SHER- 
MAN offers this standardized 
line for convenience and econ- 
omy. Made from the best grades 
of seamless copper tubing, 
dimensions consistently accurate 
and absolutely flat contact sur- 
faces. Write for a sample 
SHERMAN heavy duty lug, 
stating the nature of the appli- 
cation. 


Sold Thru Jobbers 
H. B. SHERMAN MFG. CO. 


Headquarters for all Terminals 


Battle Creek, Mich. 
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tory to authorizing logical concerns 
in various towns to handle “Delco” 
automotive radio sales. 
Westinghouse Releases 
Booklet 
“The Way Out of the Twilight 
Zone,” a recent joint publication of 


the Westinghouse Lamp Co., and the | 
Westinghouse Electric and Manufac- | 


turing Co., East Pittsburgh, Pa., 
points out the path from “that de- 


ceptive half light between obvious | 


darkness and adequate illumination” 


to that degree of lighting which en- | 
ables maximum operation efficiency | 
in factory and office. This 33 page | 


publication presents descriptions of 


various types of lighting equipment | 
and instructions for designing good | 


systems of interior lighting. Tables 


showing present standards of foot 


candle illumination for commercial 


and industrial interiors, room and | 


maintenance conditions to be con- 
sidered, are included. 
K * ok 


Elliott Van Cleef to 

Represent Standard 
Elliott E. Van Cleef, 53 W. Jack- 
son Bivd., Chicago, is now represent- 
ing the Standard Transformer Co., 
Warren, O., on its complete line of 
transformers in the Chicago district. 


Four hustlers in the electrical indus- 
try, Pittsburgh, are, from left to right: 
P. A. Groetzinger, salesman, Pitts- 
burgh Electric Mfg. Co.; H. L. West, 


Pittsburgh representative, Bryant | 


Electric Co.; A. N. Hyams, represen- 
tative of the Wadsworth Electric Mfg. 


Co., and R. W. Brown, president, 


Pittsburgh Electric Mfg. Corp. 








~ WADSWORTH 
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Catalog No. 12 FT 


Cabinet Without Dead Front and Trim 


Cabinets that you 
can offer your 
contractors and 
be assured that 
they will give 
entire satisfaction. 


- Plus - 


A service that 
is dependable 
especially where 
quick co-opera- 
tion is necessary. 





Flush type 
cabinets for 
toggle 
switches 


These cabinets have 
all the distinctive 
Wadsworth quality 
features that help 
build up a profitable 
and steady repeat 
business. 


Designed for quick, 
easyand economical 
installation. 
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Catalog No. 12 FT 


Cabinet with Dead Front and Aluminized Trim 
in Place 
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You are fully 
protected by a 
strict jobber 
policy. Concen- 
trate your 1930 
sales efforts on 
Hemingray Glass 
Insulators. he 
Steady and profit- 
able year ’round 
repeat business 
for you. 





GLASS 


rd 


THEY STAND 


THE TEST! 


EMINGRAY Glass Insu- 

lators combine high 
quality and a record of long 
and satisfactory service. 
No wonder they continue to 
be “best sellers” for jobbers 
and their salesmen. Hem- 
ingray Glass Insulators are 
recognized as standard equip- 
ment by your contractors. 


HEMINGRAY GLASS COMPANY 
MUNCIE INDIANA 


‘ 

















VERY person connected with the selling 
end of the electrical industry will find 
something of interest, something worth read- 
ing, in every issue of The Jobber’s Salesman. 


The sales experiences of some of the leading 
men in the industry will prove interesting 


and instructive to many. 


Various other 


features will be well worth reading each 


month. 


We want you to become a regular reader of 
The Jobber’s Salesman. 


Send a dollar for a year’s subscription. 





' and South Dakota. 
| was in charge of the Safety Cable 
| Co., division of the General Cable 


| lowing changes in_ its 








' 


“Al” Berman, who has been with the 
Fitzgerald Mfg. Co., Torrington, Conn., 
as metropolitan district sales manager 
for 12 years, is now joining the Samson- 
United Corp., as head of the New York 
office at 200 Fifth Ave., which he is open- 
ing. 


E. W. Kearns is Promoted 


The General Cable Corp., Chicago, 


| has appointed E. W. Kearns as dis- 


trict manager of the central district 
of the corporation, with headquar- 


| ters at Chicago, in charge of sales 


for all divisions, which include the 


| northern half of Indiana, the north- 
' ern half of Illinois, Iowa, Nebraska, 


Wisconsin, Minnesota, North Dakota 
He previously 


Corp. 
* *K * 

Wagner Changes Quarters 

Combining its sales offices and 
service station, the Wagner Electric 
Corp., St. Louis, has moved to a 
new fire-proof building at 14 Alex- 
ander St., N. W., Atlanta, Ga. This 
change of location does not affect the 
company’s personnel. 


*x* *K * 


General Electric Personnel 
Changes 

The General Electric Supply Corp.. 
Bridgeport, Conn., announces the fol- 
personnel : 
W. A. Thexton, rural electrification 
specialist, Chicago, added to field 
representatives ; C. S. Ewing, division 
auditor, Houston, Tex., succeeding 
M. P. Cleboskie, and Marshall 
Hawkes, division auditor, Oklahoma 
City, Okla. 
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*MOESTRUCTIBLE &SHOCmESS SOCKE 





Qs iwem wanwon 


A Shop Light 
That Sells and Brings 
Repeat Orders 


There’s nothing to get out of or- 
der on these sturd Glade Shop 
Lights. They are oil, gasoline and 
ae ge and have absolutely un- 
reakable sockets. 


JOBBERS—Glade Shop Lights are 
sold on the basis of a strict jobber 
pee right to give you a 
andsome margin of profit and to 
meet competition. List Glade Shop 
Lights in your catalogs. Sheets, fold- 
ers and electros are ready for you. 
Send at once for attractive proposi- 
tion. Get the facts. 


Glade Manufacturing Co. 


1603 So. Michigan Ave. 
Chicago, U.S.A. 





























BOOST 
PROFITS 


a's with Kester 
q Kz - Rosin-Core 
- SOLDER 


No waste motions in using 


R So 
Flux cone 
kof Flu y-) 


separate application of flux . 
its right in the core. Handy, 


they're preferred by industrial 
and individual users. 


In Kester Rosin-Core, the 
solder generally approved by 
radio and telephone authorities 
for delicate wiring, the plastic 
flux is most active; prevents 
corrosion and electrical leak- 
age, and does not deteriorate. 
In the fast-selling Kester line also are 
Acid-Core for general utility work 
and Paste-Core for electricians ac- 
customed to soldering paste. All on 
1, 5 and 20 Ib. spools. Metal 
Mender and Radio Solder in handy 
25c tins for small users. Increase 
your sales with the complete line. 


FROM ALL JOBBERS 
KESTER SOLDER COMPANY 


Incorporated 1899 


Kester Flux-Core Solders. No | 
“| 


economical, certain. That’s why | 


4251 Wrightwood Ave., Chicago | 








This man has a fine background of 
electrical experience. He is John 5S. 
Berry of St. Louis who was formerly 
lan electrical contractor and still later 
| salesman for the Manhattan Electrical 
Supply Co., St. Louis. He is still head- 
quartered there but now represents 
George Richards and Co., Chicago, cov- 
ering the cities of St. Louis and Mem- 
phis, Tenn. 


| New Distributor for 
“Majestic” in Rochester 
Effective immediately, the Grigsby- 
Grunow Co., Chicago, announces the 
appointment of the firm of Thomas 
J. Northway, Inc., of 100 Exchange 





for “Majestic” products in the ad- 
|jacent territory and down to the 
| Pennsylvania line, including Elmira. 
7K * *K 


|New General Electric Catalog 
| General Electric catalog GEA- 
\OO0OA, superseding all previous cata- 
‘logs issued by the company, with 
ithe exception of those dealing with 
|railway, mine and industrial supplies 
and merchandise products, has been 
‘issued. The publication is issued 
‘every two years by the General 
Electric Co., Schenectady, N. Y. 
The book, two inches thick, contains 
| 1,146 pages and is profusely illustra- 
| ted. 





* *« * 


_Friedman-Snyder in Larger 
| Quarters 

The Friedman-Snyder Co., New 
York, has moved to larger quarters 
jat 205 E. 42nd St., in order to fa- 
lciliate its service to customers and 
ithe various factories it represents. 


| 








|St., Rochester, N. Y., as distributors | 





CTRIC 


Theatres, Lobbies, Hallways 





















G 


Sold from Photographs 


and Floor Samples 


STARTLINGLY natural 
these life-like Birch and Oak Logs of 
heavy vitreous glass, with a wavering 
glow from inside and back against the 
mantel lining. Glow is produced by 
rotor operated by heat of 25-watt lamp. 
Light is evenly distributed through logs. 
No cracks or shafts of light to spoil 
natural effect. Andirons are rich-looking 
brass with design in black intaglio. 
Shipped direct to customer. 

Low price—Logs and Andirons complete, 
list, $38. 


Successfully Sold by: 
Electrical Dealers 
Electrical Contractors 
Interior Decorators 
Department Stores 
Central Station 


Appliance Departments 


re 


gi MAJESTIC ELECTRIC LOG CO. 
1035 East 76th Street 
Chicago, Illinois 


Gentlemen: We are interested in your 
territorial proposition for distributors. 
Send us the 5 photos including picture 
of your ready-to-install mantel. 
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SUPERIOR : 
PORCELAIN *. 
for s 
better 
installations f 





SUPERIOR—represents a most 
complete line of highest quality 
porcelain products. Your cus- 
tomers demand the best at rea- 
sonable cost. That’s why 
SUPERIOR installations satisfy 


them. Write today. 
| 
NAII ada) | 
ee SPECIAL 
ASSEMBLED PORCELAIN 
KNOBS CLEATS 
TUBES 


SUPERIOR 
PORCELAIN CO. 


PARKERSBURG, W. VA. | 








Each issue of the «Wiremold 
Business Builder» —sent free 
to Jobbers Salesmen on 
request—tells how you can 
make money—month by 
month—by following up the 
WIREMOLD «Moderniza- 
tion-with-Light» Campaign. 
Send in your name, now— 
don’t miss a single issue. 


IREMOLD 


«“WBB» HEADQUARTERS 
HARTFORD, CONNECTICUT 











| borne, 
Terry, vice-president; H. P. Davis, | 


- | Charles C. 
|W. B. Covil, Jr., assistant general 


| kinds of 
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Westinghouse Holds Organ- 
ization Meeting 
At a meeting of the board of di- 


| rectors of the Westinghouse Electric 


& Mfg. Co., New York, for organ- 
ization, held in New York recently, 


| the following were elected officers of 


the company for the ensuing year: 
A. W. Robertson, chairman of the 


| board; E. M. Herr, vice-chairman ; 


F. A. Merrick, president; L. A. Os- 
vice-president; Charles A, 


vice-president; H. D. Shute, vice- 
president; H. T. Herr, vice-presi- 


dent; Walter Cary, vice-president; | i 


\V. S. Rugg, vice-president; James 
C. Bennett, vice-president; T. P. 


Gaylord, vice-president; Harqld |] 


Smith, vice-president; J. S. Tritle, 
vice-president; W. K. Dunlap, act- 
ing vice-president; S. L. Nicholson, 
acting vice-president; H. F. 
treasurer and assistant secretary; 


S. H. Anderson, assistant treasurer | 


and assistant secretary ; L. W. Lyons, 


| assistant treasurer and assistant sec- | 


retary; Edward H. Gerberding, as- 
sistant treasurer; Warren H. Jones, 
secretary and acting assistant treas- 
urer; E. J. Mulligan, assistant secre- 
tary; F. E. Craig, 
James, general auditor ; 


auditor; G. D. Paper, assistant gen- 
eral auditor; H. F. MacLane, assist- 
ant general auditor; V. F. Covert, 
assistant general auditor, and H. N. 
Mathias, assistant general auditor. 
* 2 * 

Latest Trade Literature 

Trumbull Electric Co., Plainville, 
Conn.—New pages have been issued 
for catalog No. 14 covering changes 


in magnetic motor starting switches | 


in cast iron boxes, combined meter 
service and range and 
meter service breakers. 


switches, 


Thompson Electric Co., Cleveland 
—‘Vibration as Related to Indus- 
trial Lighting” by Allison J. Thomp- 
son, president, explains the various 
vibration and how this 
problem can be met by shock absorb- 


ers protecting the extremely delicate | 


structure of the light-producing fila- 


| ment. 


Westinghouse Electric & Manu- 


facturing Co., East Pittsburgh— 
g 


“Direct Mail Folder 5283” describes 
and illustrates safety switches for 
electric ranges. 





Baetz, | 


comptroller ; | 





Better Joints 





with 





Trade Mark 


Wire Connectors 





— 






In fact, per- 
fect joints—safe, 
strong, depend- 
able. Size A-1 for 
all usual joints; 
JR for 1 or 2 No. 
14 solid with 1 or 
2 No. 18 solid or 
stranded or equiv- 
alent. 


Listed by Un- 
derwriters Labor- 
atories. 


J-I-F-F-Y 
Wire Connector Co. 
Hackensack, N. J. 


General Sales Offices 
G. Denn Montgomery, Jr. 
458 Broad 
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| Patents Nos. 


ans roadway 
ae" New York City 
1236379 Canal 7533 Canal 6186 

















YAGER’S 


SOLDERING SALTS 








‘And then say— 
“HOW MANY YAGER’S” 
IT’S an old standby with 


experienced contractors. Safe, 
quick, economical. Ask for sam- 

| ples and price list. Also Yager’s 
Soldering Paste — another item 
to build up every order. 


Alex R. Benson Co., Inc. 
jHudson ore cee SS 
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A Newldea 


| BAKELITE 
| EVEREADY 
SOCKETS 


Absolutely 
Weatherproof 











PATENT 
PENDING 





Medium 
Base 


Standard Edison 
Base 


Bakelite Eveready Sockets have a 

serew thread detachable cap. The base 

two pin contacts. You simply insert 

in the wire grooves and screw 
eap down tightly. This gives a positive 

ssolutely weatherproof contact. Stripping of 
wire is not necessary. Quick absolutely 

sitive and a winner of sales. Write for 
ple 


+ e e 
Union Insulating Co. 
Che Original Makers of Bakelite Sockets 
Vew York Office Factory 

16 Broadway Parkersburg 
New York City West Virginia 


T HESE 


ries 
randed wire 





























This line of 
high class 
lamp guards 
includes plain 
and reflector 
types and splif 
handle port. 
ables. 


Flexible Steel 
Lacing Company 
4698 Lexington 


Street 
CHICAGO 

















FLEXCO 





Benjamin Electric Mfg. Co., Des 
Plaines, Ill—Advance information 
on the Benjamin duo-service flood- 
light has been incorporated by this 
manufacturer in a bulletin, recently 
released to the trade. Illustrations 
of floodlight installations as well as 
photographs and charts of the unit 
litself are shown in this bulletin. 





| Pittsburgh Reflector Co., 
| burgh—‘‘Play Football at Night” is 
|the title of a recent mailing piece 
| of the manufacturer. 
showing the lighting of a football 


Pitts- | 


A diagram | 


field is included and every phase of | 


'the work is explained. 
Multi 


Electrical Manufacturing 


|'Co., Chicago—A circular issued by | 
) 


| . . ‘cc . . . . 
ithis company describes “Rigid-Grip 
Cross-Arm” used in miniature golf 


|course installations, which use 
|‘Multi” open-wire fixtures. 
| Frank Adam Electric Co., St. 


| . — e 

| Louis—The complete story of an 
'advance in panelboards which em- 
| body important improvements, is told 


lin Bulletin No. 50. 


C. D. Wood Electric New 
| York—Announcement has been made 


Co. 


iby this company of its new catalog | 


| No. 810, describing electric wiring 
devices manufactured by this firm. 
Bryant Electric Co., Bridgeport, 
Conn.—This concern has issued a 
new catalog No. 30. This catalog 
contains 152 pages, is in loose-leaf 
form with an attractive brown cover 
printed and embossed in tan and a 
darker tone of brown, and gives com- 
plete information concerning the sev- 
eral thousand catalog numbers listed 
| therein. 


Nilco Lamp Works, Inc., Empor- 
tum, Pa—-A pamphlet has _ been 
lissued by this manufacturer illus- 
|trating the various types of “Syl- 


ivania” lamps as well as the various 


cealer helps available. 


Struthers Dunn, Inc., Philadel- 
phia—This company has brought out 
a new catalog containing complete in- 
formation pertaining to various types 
of relays, remote control switches, 
thermostatic control apparatus and 
other products manufactured by this 
concern. Detailed charts and draw- 
mg are used throughout. | 


mg 
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IN 
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Shee STRONG QUICK 
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IS THEIR MARKET 


NOW 
IDEAL Universal 
radio and electric 
building maintenan 
and electrical app 
} ne owners—to 
‘ their marke 
eontractor and indu 


Tdeal 


Display 
Wire 
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ce men 
liance 


at in ad 
strial fiel 


Cartons 
Connectors to 


sell 


rmen—to 
-to radio 


owners—to 
EVERYBODY. 
dition 


ds where 


rales are growing by leaps and bounds 


Tapered spring insert bites 
RIGHT without injury to 


wires—the greater 
tension, the tighter 
grip Fully approv 
by Underwriters an 
factory Mutual Lab- 
oratories. Basic 
patents. 

Ideal Commutator Dresser 
Co., 1047 Park Avenue, 
Sycamore, Illinois 


IDEAL COMMUTATOR DRESSER CO., 
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Mail 
Coupon 
Today! 


1047 Park Ave., Sycamore, Ill. 
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send 
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THINGS 


1. Quality 
2. Popular Price 
3. Merchandizing Helps 


That Can Help You 
Get XMAS Volume 


OU will not find in your big 

book a single line of similar 
electrical appliances that can get 
you the volume that Eskimo 
can this Christmas. The Twin 
Mixer, Fruit Juice Extractor, 
Hair Dryer, Ventilating Fan and 
Oscillating and Fixed Fans— 
all at popular list prices allow- 
ing liberal margin. 


ESKIMO Twin Mixer 


~ List $11.75 
Sewuias West of Rockies 
$12.75 


























































































In one fourth the usual time, 
it mixes drinks, whips cream 
and beats eggs, and mayonnaise. 
Includes mixer. attachment, 
graded glass mixing bowl (hold- 
ing 1 quart), aluminum cup for 
mixing drinks, adjustable stand, 







7 ft. cord, 2-piece plug and 
toggle switch. Green nickel 
trimmed. 


ESKIMO Juice Extractor 
Has all interesting sales feature. 
Bowl and strainer are removable 

for cleaning. 

Top is enam- 

eled; body 

chrome plated; 
cannot rust, 
stain or tarn- 
ish. Rubber 
pads on base. 

6 foot cord 

two-piece plug 

_included. 























List 815.00 


ELECTRICAL MFG.CO. 
@ ApRIAN 


MicH 
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No. 1 
of a series 
of letters 
from our 

distributors 








—*We Can Look for an 


Extremely Successful Year” | 


: Every Silex Distributor is enthusiastic about the Silex Fran- 
d chise! | 
: It means for him—a rea/ profit item. An exclusive specialty 
. to push—from which he reaps the benefit of his work himse/f. 
A A double barreled story: 1. on the domestic model sold 
through regular channels and 2. on the commercial model sold | 
: to restaurants, coffee shops, lunch rooms, etc. 

| The Silex is the fastest growing coffee making appliance on 
the market today—it will pay you to investigate the Silex 
proposition for franchised distributors. 


— i | L€ , — 


TRADE MARK REG. U. S. PAT. OFF. 


HARTFORD, CONN. 


List of Distributors 


(pF REALE NE GOSS RRR BN este 18 EA eine EES 








ag 
4 California—Los Angeles, Graybar Electric Co New York—Rochester, Robertson-Cataract Elec. Co. { 
. Colorado—Denver, Harry H. Post Co. Syracuse, Syracuse Supply Co 


Connecticut—Hartford, C. S. Mersick Co. North Carolina—Greensboro, Nat’l Electric: al Sales C 
: New Haven, Cc. S. Mersick Co., 285 State St. Ohio-—Toledo, Westinghouse Electric nny A Co., 812 Lafayette St } 
si District of Columbia—Washington, Nat'l Electrical Sales Co. Oregon—Portland, Frank Blumauer Drug Co., North Coast Electric Su; 
“4 lilinois—-Chicago, Revere Electric Co., 757 W. Jackson Blvd. ply Co. | 
a Wassachusetts—Boston, Voys Electricz a1 Supply Co., 200 Congress St. Pennsylvania Pittsburgh, Shipley-Massingham Co., 949 Penn Ave | 
% Vichigan—-Detroit, Westinghouse Electric Supply 'Co., 138-158 E. Con- Philadelphia, Smith Kline & French. 
y gress St. Westinghouse Electric Supply ¢ 
q Vinnesota—-Minneapolis, Janney Semple Hill & Co R. E. Tongue & Bros., Allegheny Ave., 
a St. Paul, Farwell, Ozmun & Kirk, 2nd & Jackson Sts. Amber & Collins St. 
E Vissouri—St. Louis, Brown-Hall Co. Washington—Seattle, North Coast Electric Supply Co 
a New York—Albany, Electric Supply & Equipment Co. Greene Winkler Co., 2326 First Ave. 

Buffalo, Robertson-Cataract Elec. Co. Tacoma, North Coast Electric Supply C 


New York City, E. B. Latham Co., 250 Fourth Ave. 
Late Additions: New Jersey—Newark and Trenton, Westinghouse Elec. Supply Co.; Maine—Bangor, Wet 
more-Savage Elec. Supply Co.; Massachusetts—Spr ingfield and Worcester, Wetmore-Savage Elec. Supply Co.; 
Vermont—-Burlington, Wetmore-Savage Elec. Supply Co.; Rhode Island—Providence, Wetmore-Savage Elec 
Supply Co.; Texras—Houston, Dallas, Fort Worth, y Sorc: and Waco, Southwestern Drug Corporation. 


There’s still time for Franchised Distributors to get their salesmen in on the Free Silex Deal for Jobber'’s Salesmen. 
Don’t fail to ask us about it. 
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What is this thing 


An answer, this month, 
will find its way into more than 5,000,000 homes all 
over the country. It will stir up curiosity. It will 
stimulate inquiries. We want it to help you develop 
new business and new profits. That is why we are 
telling you about it ahead of time—so you can cash 
in on it. 

On October 4th, the first of a series of interesting, 
authoritative, full-page advertisements upon ultra- 
violet radiation and the G. E. Sunlight (Type S-1) 
Lamp will appear in the SarurDAY Eventnc Post. 
Full page advertisements also are appearing in the 
October issues of NATIONAL GEOGRAPHIC, PHYSICAL 
Cutture, Parents’ MaGazine, and Poputar 
ScteNcE Montu ty. (Don’t forget that most of these 
monthly magazines will be in the mails and on the 
news stands by the middle of September!) 

This advertisement tells the story of the discovery 
of those invisible rays of sunlight known as ultra- 
violet, which modern science has found to possess 
the power of helping well people to keep well. It 
also tells the story of a new generator of that vital, 
health-maintaining ultra-violet radiation—the G. 
E. Sunlight (Type S-1) Lamp. 

Although the Type S-1 Lamp resembles a regu- 
lar Mazda lamp in appearance, it will not fit or 
operate in the ordinary lamp socket. It must be 
used in the General Electric Sunlamp or in special 
equipment made by other manufacturers. 

As nature does in summer sunshine, the G. E. 
Sunlight (Type S-1) Lamp filters out the danger- 
ous short wave lengths. 

Safe, simple and economical, this convenient, new 
substitute for summer sunlight, at a distance of 
three feet, in a proper reflector, provides the same 
ultra-violet effectiveness as mid-day midsummer sun- 
light outdoors. 

The Type S-1 Lamp is sold in accordance with the 
requirements of the Council of Physical Therapy of 
the American Medical Association. It is not being 


Join us in the General Electric Hour, broadcast every Saturday evening on a Nation-wide N. B. C. Network. 
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marketed as a cure-all, nor as a substitute for the 
services of a physician, but as a safe, effective aid 
for well people to use in keeping well—and for grow- 
ing children to grow normally. 

This interesting information about the G. E. Sun- 
light (Type S-1) Lamp, soon to come before the 
public, has already been put before almost every 
physician through the JouRNAL oF THE AMERICAN 
Mepicat AssociaTIon and the chief medical papers, 
where it will continue to appear regularly. 

Such a setting, teeming with sales possibilities, 
will undoubtedly suggest to you the wisdom of 
having your house immediately include an activity 
on the G. E. Sunlight (Type S-1) Lamp in its Fall 
sales plans. 

Meanwhile let us send you a brand new prospectus 
which outlines comprehensively the steps in a suc- 
cessful campaign on the Type S-1 Lamp. It will be 
mailed to you immediately on request, without 
charge or obligation. Write for it today. Incandes- 
cent Lamp Department of General Electric Com- 
pany, Nela Park, Cleveland, Ohio. 


GENERAL @ ELECTRIC 


SUNLIGHT (TYPE s-1) LAMP 
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lhe Belden Unbreakable 


is available on Belden Replacement 
and Accessory Wires 





Mj , 
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Unbreakable 
for Things 
Electrical 








inne trouble-proof appliance plug is rev- 
olutionizing the appliance industry. It is 
now available on more than 125 of the finer 
electrical appliances. 


The Belden Soft Rubber Plug is also a 
standard feature of the extensive Belden 
line of electrical accessories which includes 
the Belden Portable Outlet, Household Cord- 
lite, Heater Cord Sets, and Extension Cords. 


It is also available on Belden All-Rubber 
Replacement Cords, so that broken plugs 
can be replaced with cords equipped with 
a Belden Unbreakable Soft Rubber Plug. 





Capitalize the popularity of the Belden 
Soft Rubber Plug. Sell appliances and ac- 
cessories equipped with it as wellas Belden 
Replacement Cords. Stress the unbreak- 
able feature and the name Belden. 


Belden Manufacturing Company 
4665 West Van Buren Street, Chicago, U. S. A. 














WAKEFIELD 


| 


oe 
$ 


odern | 
istic 


Authentic modernistic 
design at a popular 
price. It comes to you 
like other Wakefield 
‘(Red Spot’”’ material— 
boxed, complete, ready 
to hang—ceiling units, 
chain or semi-rigid stem 
hangers as you prefer, 
in sizes from 100 to 500 
watts. 


— A seal 


The 
F. W. WAKEFIELD 
BRASS COMPANY 


Vermilion, | 
Ohio, U.S.A. 


| Write for Modernistic 
| catalog sheet. A num- 
ber of smart lighting 
men have sold Modern- 
istic from the picture. 








